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The American Fork & Hoe Company of QUALIT 1623 Euclid Ave., Cleveland, Ohio 


MAKERS OF ESSENTIAL TOOLS 





“The Hardware Dealers’ Magazine” Published Every Other Thursday 





CONCENTRATE ON 


Hardware Age, published every other Thursday by Iron Age Publishing Co., Publication Office, N. W. Cor 
 - » 1933, at the Post Office at Philedelphia under the 


29th 


St., 
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3 BRUSH LINES? 


HAT sound reason is there for handling several lines when 
the Osborn line gives you all the action you need to land 


the business? 


Alert hardware dealers have learned that one dollar . . . actively at work 


in Osborn Brushes . . . is vastly more profitable than several dollars tied 


up in slow-moving stock. 

These dealers know their primary job is SELLING . . . not buying. 
So they concentrate their buying in the Osborn line and SELL 
MORE BRUSHES! ' 

Ask your jobber to supply you with Osborn Brushes. If he can't, 


write us. 


THE OSBORN MANUFACTURING COMPANY 
Cleveland, Ohio 


Sales Offices: New York, Detroit, Chicago, San Francisco 


5401 Hamilton Avenue « 
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$1.00 per year Single copies, 1l5e each. Vol. 134, No. 6 
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PROTECT YOUR PROFITS ¢ 
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PADLOC K 
Another extraordinary YALE value 

























HIS fine new YALE Padlock was 
built to meet a specific need. 


Several months ago we an- 
nounced the new YALE Padlock 
No. 773—an item which has become 
tremendously popular and one of the 
fastest sellers in our line. 


Because of the outstanding success of No. 
773, there has been a demand for a larger 
padlock of the same type. We considered it 
advisable to meet this demand by producing 
the new YALE Padlock which we have desig- 
nated as No. 775. 


Like the No. 773, the case of this new padlock 
is made from a solid block of extruded brass, 
wheel polished. Size of case is 11546 inch: 
be ge she~ parnonge Fare adaptable for use where either a 154 or 2 in. 
retail price. . $1.25 Padlock is desired. It is, therefore, a2 in 1” 
No.774 with brass shackle, Padlock. The case hardened steel shackle is 


Suggested retail 1149 inch in diameter with a 1 inch clearance. 
price. . . $1.35 











YALE PADLOCK NO. 775 
Suggested retail price...$1.75 


No. 776 with brass shackle. 


There are 5 pin tumblers with mushroom driv- Geoconed anata. ae 


ra ers which make the lock pick-resistant and 
add to its security. Standard No. 8 keyway. 
Key changes are prac- 





tically unlimited. Can 
be Master Keyed. Each 
lock is individually 
boxed and packed six 
to the carton. 
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THE YALE & TOWNE MFG.CO. 
STAMFORD, CONN., U. S. A. 
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On A... 


GENUINE SOLID SHANK 


Mounted around the handle at the point of greatest strain 
between handle and socket, the ABW Shock Band increases the 
handle strength 21%. 


In combination with the Armor-D handle the Shock Bank re- 
duces the exposed section of the handle stem to 6”. (The average Solid 
Shank Shovel has | 1”). 


In addition to this exclusive ABW feature the top of the socket is 
welded, preventing its spreading and opening under prying strain, and 
the shoulder of socket meets the shock band eliminating the cutting of the 
wood so common in the ordinary shovel. 


Rivets are ‘inserted horizontally instead of perpendicularly. In a 
prying strain, the top and bottom wood fibres are under pressure. The 
horizontal rivets therefore do not pierce the fibres under tension. 


With Blade, Shank and Socket forged from one solid piece of high 
carbon quality steel, and heat treated, here is a genuine solid shank 
whose performance is outstanding. 


Only ABW Solid Shanks are equipped with the Shock Band— 
ASK YOUR JOBBER 


Aes Batpwin Wyomine Co. 


PARKERSBURG, W. VA. NORTH EASTON, MASS. 
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The Mark of 
Genuine 


hese red hooks are another means of identify 
ing Tapatco Collar Pads... another reason why 
farmers will demand Tapatco Collar Pads by 


name... another reason why you'll find Tapat« 


Collar Pads easier to sell: 


APATCO COLLAR PADS have always been 
stamped with Tapatco Trade Mark. With the 
new red hooks (patent applied for) they are doubly 
identified. And Tapatco becomes a smarter looking pad. 
Equally important these new red hooks are the sym- 
bol of rust-proofed hooks — hooks made from the finest 
of spring steel and firmly attached by wire staple and felt 
washer, a method of fastening developed by Tapatco. 
For more than fifty years the Tapatco Collar Pad 
has been the standard of excellence. It has shown its 
leadership in many ways. 


... Tapatco was first to make pads, back in 1881. 
... Tapatco was the first to make pads with hooks. 
... Tapatco was the first to standardize on patterns. 


. . . Tapatco was the first to Parkerize the hooks, thus 
furnishing a rust-proofed hook. This is an important 
feature if the pad is to give satisfactory service. 


... Tapatco was the first to develop, patent, and 
make possible the wire staple and felt washer, the 
most positive means for attaching the hooks. 


... Tapatco was the first to advertise pads nationally. 


... Tapatco was the first to identify its pads with a 
trade mark. 


The American Pad & Textile Company ... 





... And now Tapatco is again the first to make identi- 
fication doubly sure and improve the appearance of 
the pad with patent-applied-for RED hooks. 

Tapatco Collar Pads will continue to be nationally 
advertised. Announcement of the new red hooks will 
be made with full pages in color. A list of farm maga- 
zines reaching every worth-while farmer will carry 
the story of red hooks and Tapatco Collar Pads. 

Tapatco is the one pad which will build business for 
you. Order from your jobber. 


... Established 1881...... Greenfield, Ohio 


TAPATCO, the pad with the RED HOOKS... they’re rust-proofed 


SEPTEMBER 13, 1934 
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This little Scissors Sharpener 


deserves a 


GREAT BIG 
PICTURE 


IT’S A GREAT BIG SELLER 


It’s new... and it works... and it is selling... 
and the price is right—just a quarter. It is the 
Carborundum Brand Scissors Sharpener No. 9. 
Every woman who visits your store is a sure 
prospect. She can see at a glance that all she 
has to do is lay the scissors flat on the metal 
wings and draw them against the Carborundum 
Brand Stone. Just a few strokes, and her scissors 


are sharp—and at the right bevel. 


They come a dozen to a display card. Your job- 


ber has them in stock. 











Another Great Seller 
HOUSEHOLD SHARPENER No. 66 


Designed for sharpening stainless steel cutlery 
without marring or scratching. Available in soft 


green, bright yellow and delicate blue handles. 


This sharpener cuts clean and fast. It has just 
the right grit for household cutlery. It is the 
easiest sharpener to use your customers ever 
saw. Priced to sell at 35c. 





Products of THE CARBORUNDUM COMPANY Niagara Falls, N. Y. 


Canadian Carborundum Co., Ltd., Niagara Falls, Ont. Sales Offices and Warehouses in New York, Chicago, Boston, Philadelphia, 
Cleveland, Detroit, Cincinnati, Pittsburgh, Milwaukee, Grand Rapids; Toronto, Ont. (Carborundum and Aloxite are registered trade 


marks of The Carborundum Company.) 
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“Easier To Sell It Than 
To Sell Against It!” 


SAY HUNDREDS OF RADIO DEALERS—FLOCKING TO THIS 
SENSATIONAL NEW STEWART-WARNER “MAGIC DIAL” RADIO 





How “Ready-Made Sales” 
Are Delivered To YOU — 


A selling drive that will rock the industry is back 
of this newStewart-Warner line. No effort or ex- 
pense has been spared to send you “ready-made 
sales.” Do your part and you'll reap a rich harvest. 


1. BIG COLOR ADS IN NATIONAL MAGAZINES 
Smashing “bleed” center-spreads in full color pre- 
sent the new Stewart-Warner “Magic Dial” line 
to your best local prospects in leading national 
magazines all through the big season. 


2. POWERFUL STORE AND WINDOW DISPLAYS 

All kinds of powerful displays available for your 
use, from paper streamers up to a startling exhi- 
bition piece that is not only illuminated but actu- 
ally talks! 


3. LOCAL NEWSPAPER ADS— OVER YOUR NAME 

A full line of newspaper mats in all sizes and 
types, and a wide variety of separate cuts, are 
yours for the asking—for cooperative use in your 
local papers. 


4. A "SELLING BOOK” IN FULL COLORS 

This is a sales-aid the like of which you never saw 
before! Even the “greenest” sales clerk can do a 
complete selling job with it. Packed with useful 
information and beautiful color plates. 


5. “CUSTOM-MADE” HANDBILL SERVICE 

A complete advertising service. Provides you with 
layouts, cuts, copy, etc.— not only for Stewart- 
Warner Radio, but for all kinds of other merchan- 
dise. Remarkably flexible. 


6. SPECIAL TABLOID NEWSPAPER — MADE FOR YOU 
This is a tested sales maker—positively known to 
bring big results if used in simple, easy way rec- 
ommended. A real little newspaper, made for your 
local distribution. 


7. TESTED MERCHANDISING SCHEMES— 
GUARANTEED TO INCREASE YOUR SALES 

There is not space here to describe the many lo- 

cal sales promotion ideas ready for your use—all 

proved sales producers, based on successful retail 

experience. Your distributor will supply them on 

request. 





The New 








HE merchandise alone would make 

sales records for the new Stewart- 
Warner Radio line. Thesimplified “Magic 
Dial” makes other all-wave sets now 
seem crude and primitive! But back of 
this merchandise is powerful national 
advertising and local sales promotion 
material that will make it tough for 
competition this year! No wonder deal- 
ers by the hundreds who have seen this 
line and the selling material that goes 
with it, say, “I’d rather sell Stewart- 
Warner than try to sell against it!” 
Which side of the fence will YOU be on 
when this season’s profits are counted? 


Guaranteed Foreign Reception 
First take technical quality years ahead 
of normal radio progress—with the 
“Magic Dial” that makes foreign sta- 
tions as easy and accurate to tune as 
local. Then picture this extraordinary 
quality housed in a line of magnificent 
cabinets, created by famous designers. 
Even at high prices, this line would be a 


Radio covers the entire popular price 


range with only one DeLuxe model priced 
over $100! And they start at $24.50! 


Minimum Stock Investment! 
Scientifically planned and designed, the 
new Stewart-Warner line gives you 
complete coverage of the popular price 
range —and round-the-world sets in 
every group— with the lowest stock in- 
vestment you ever heard of, for such 
coverage. Thus you can add fasterturn- 
over to the extra profits you make with 
this amazing line. 


A Brand-New Profit Opportunity 
The demand for round-the-world radio 
is sweeping the country. This will make 
some radio dealers more profits this 
year than ever before. But will all of 
those profits stick? You know it’s the 
dealer who takes the beating when costly 
kick-backs come. Tie to the PIONEERS 
in all-wave. Stewart-Warner has had 
three extra years to bring all-wave radio 
to simplified perfection, while others 
were still experimenting. Ask your dis- 


once, and judge for yourself. 


sales sensation. But Stewart-Warner 4 tributor to give you full details at 


STEWART-WARNER CORPORATION, 1833 Diversey Parkway, Chicago, Illinois 


A FEW OF THE HOTTEST NUMBERS — EVERY PRICE RANGE COVERED 


Round-The-World 
Dual Wave Console 
—Automatic vol- 
ume control. 3-gang 
condenser. Tone con- 
trol. Extra heavy 
8” speaker. 35%” 
high. $57.50. 








“‘Magic Dial’’ Con- 








t as sole Easiest-to- 

. tune all-wave ra- 
“Magic Dial’ Table Model dio made. Extra 
—4 tuning bands—one at heavy 12” speak- 
a time. Automatic volume er. This model 
control. 3-gang condenser. with feet, $94.50. 


Variable tone control. 8” With legs, $99.50. 
speaker. 2 table models With legs and 
at $69.50. doors, $109.50. 








Round-The-World 
Dual Wave Table 
Model — Automatic 
volume control. 3- 
gang condenser. 
Tone control. Extra 
heavy 8” speaker. 
1 165%” high. $39.50. 





All-Wave Table 
I—Gets every- 
thing on the air. 
Automatic volume 
control. 3-gang con- 
denser. Variable tone 
control. Extra heavy 
8” speaker. Console 
model at $64.50. This 
model $49.50. 





Standard Wave 
Table Model— 
11 9/16” high. 
Large power 
unit, special 
speaker, good 
tone - quality 
equal to much 
larger sets. De- 
Luxe cabinets, 
$27.50. This cab- 
inet, $24.50. 











STEWART-WARNER 
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Here’s one of the most interesting books 
ever written on Better Light... Better Sight. 
It’s ready now... right when you're making your 
biggest drive for increased lamp sales! 

Here’s the plan... 

Early in October a full page Saturday Even- 
ing Post advertisement will launch the inten- 
sive national advertising featuring this book. 
Millions of lamp buyers will want a copy. You 
can capitalize this demand by making sure that 
buyers receive a book bearing your imprint. 

With every request for a book be sure to 
include a Westinghouse Lighting Check Sheet. 
Tell the customer to read the book, test his 
lighting, then bring the filled-in Check Sheet 
back to you. Here’s a merchandising plan with 
a punch! 

Get set now. 1. Order an adequate supply 
of “Old Eyes in Young People.” 2. Order 
plenty of Westinghouse Lighting Check Sheets 
for (a) Homes, (b) Stores, (c) Factories. West- 
inghouse Lamp Company, 30 Rockefeller 
Plaza, New York City. 

















haat little mercy please 
pr lixed, abused eyes 





sc MAZDA 
LAMPS 











Jumbo blow-ups of this dramatic Saturday 
Evening Post advertisement are available for 
your windows. 


Westinghouse MAZDA 
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Per DOZEN Greyhound 


| The Small Greyhound ne55 


From every standpoint— appearance, size. security, packaging, mechanical con- 
struction and price—it's a winner, with exactly the same mechanical superiorities 
and features as Greyhound No. 99! 


The ONLY padlock of its size and type having spring tension steel SWIVEL shackle 
(% inch diameter, % inch vertical clearance) . . . plus . . . excellent warded lever 
security ... 1% inch wrought steel embossed case, cadmium rust-proofed inside and 
out... twelve actual key changes . . . two nickel plated milled steel keys ... each 
lock packed in colored individual cartons, twelve to an attractive display container. 


Master Lock Co. wert: rset"? MILWAUKEE, WIS. 
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VALUE ¥& 
outweighs PRICE 


SELLING is a cinch 


The Mossberg line is a remarkable demonstration of what can 


be done by concentration . . . a few models in the correct price 
range for volume .... straight line production .... guns and 
guns only. 


And, to our way of thinking, this is the essence of selling; 
having a product that looks like a lot more for a man’s money. WE HATE WARNINCS 
The dealer then enters the picture, and with his reassuring pak, ible tts wenn in eenreinne tet 
guarantee clinches the sale. This is as it should be. We do our y i acl y for premet delivery. 
part by producing a good product and the dealer does his by All signs point to the biggest year yet 
selling it. for Mossberg guns. 


O. F. MOSSBERG & SONS, Inc., New Haven, Conn. 















A 20 gauge bolt action repeating shotgun with box-type magazine holding three shells. Chambered 
for 2%” and 2%” factory loaded shells. Full choke, proof-tested 26” barrel. 
Matted sight groove. Chrome pom bolt, lever and trigger. 

lock. 

A sturdy, well balanced, hard hitting shotgun. Length 47% in. Wt. 6% Ibs. List Price $14.45. 


plus the 
BERG GUNS listed below, offer a 


wide selection and price. 





Model 85 


; Bead front sight. 
Visible positive safety device; double 


Walnut finished stock of ample proportions. Recoil chamber lined and reinforced by steel. 





Model 75 


A 20 gauge bolt action single shot shotgun, chambered for 21%4” and 23%” factory loaded shells. Full 
choke, proof-tested 26” barrel. Bead front sight. Matted sight groove. Chrome plated bolt, lever 
and trigger. Visible positive safety device; double lock. Walnut finished stock of ample proportions. 
Recoil chamber lined and reinforced by steel, and a rugged closed top receiver gives greater 
strength. Length 4734 in. Wt. 6% lbs. List Price $7.75. 


Model 14 


A .22 Cal. single shot rifle fitted with the new MOSSBERG SPECIAL stock, complete with 
modern peep and ramp sights, chrome plated bolt, lever and trigger, and regulation size swivels. 
24” barrel, precision rifled and crowned muzzle. Chambered for .22 short, long and long rifle, stand- 
ard or high speed ammunition. Positive extraction and ejection, with long smooth action and ample 
loading room. Length 41”. Wt. 5% lbs. List Price $6.60. 


Model 34 


A husky .22 cal. single shot rifle with one of the largest actions of any of the single shots on the 
market today. Fitted with the new MOSSBERG SPECIAL stock, complete with modern peep 
and ramp sights, and regulation size swivels. Cocks on up-stroke of big military lever, and has auto- 
matic safety. 24” tapered barrel, precision rifled and crowned muzzle, chambered for .22 short, long 
and long rifle, standard or high speed ammunition. Length 41144”. Wt. 5% lbs. List Price $7.75. 


Model 44 


A .22 cal. 16-shot repeater fitted with the new Mossberg pear-shaped 

fore-end stock. 24” crowned muzzle; chambered for .22 long rifle 

only, standard or high speed ammunition. Complete with modern 

and ramp sights and regulation size swivels. Chrome plated 

It, lever and trigger. Positive visible safety. Length 42”. 
Wt. 6 Ibs. List Price $11.95. 








These new models 


ial Order Form — MOSSBERG GUNS 
STANDARD MOSS- Special Order For 


O. F. MOSSBERG & SONS, Inc., New Haven, Conn. Please enter the following order and bil? 
my ber. 
Name of Jobber.......... ne 


























22 CAL. SINGLE SHOT How Many | .22 CAL. REPEATER How Many 
ee ors bs ww ——s a = (ERR Dice tagcrcas 2 "Model 40... 7 
10 | .22 Cal. Bolt Action, Single Shot...| 5.00 A Renee a ————— 
20 .22 Cal. Bolt Action, Single Shot...) 5.65 OLED, CORRS ET Ore —_ . A eee 
ans at | 2G BAe 8.5. Ramp Peer | aS eee - See 
sary that | BG eaeig sn | 60 omuiquamaueaa Tmmmmmaiaal: [| 
delivery. @ | BEER Bet. Dame SP0 | oases Model 34......... a eee Model 75......... = 
year yet 0 | ee re * on a ad a 
” a } patnerets ss pce | 11.45 Firm Name........ pills Reals cs a ehis ? 
i 2 Sie co niece ieee ee : 


*Now making new sales records. 
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Ice, Sleet and Snow- 


shall not pass these barriers 


ITH National Storm-Proof Hardware 
on the job, life and property are 
secure from damage. 


Ruggedly built to withstand strenuous use 
in all kinds of weather, this hardware is 
establishing an enviable reputation in ser- 
vice. There are definite reasons for its pref- 
erence with leading builders everywhere. 


No. 66 Rigid Storm-Proof Door Hanger 


Here are a few of the salient features of 


National 
STORM-PROOF HANGERS 


Modern designs that are simple both 
in construction and operation. 





Made of the finest raw materials with 
extra embossing to give additional 


strength. 


Anti-friction-steel roller bearings that 
assure smooth operation always. 


Heavy japan coating that protects the 
hardware from rust and deterioration. 


Enjoy the profitable returns by carry- 
ing this popular hardware in stock. 
Your trade will appreciate the de- 
pendability of National quality. 


National hardware is sold 
dee othe real desir NATIONAL MANUFACTURING 
—a policy that promotes 
wren orc se So COMPANY 
STERLING « ILLINOIS 
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Revohtlionizing Jence Sales 


. 














Sterling leads again! Now Dualized 
All-Climate Fence brings you the 
greatest profit opportunity in years! , 


i i RT 
“STE ERILING |i; 


ff 





The photomicrograph above shows a sec- 
tion of DUALIZED Wire. Notice the heavy 
and even coating of pure zine distributed 
on the outside surface of the wire. This 
heavy coating covers completely the fine 
grained crystals of iron zine alloy. 





The photomicrograph above showing a 
section of ordinary galvanized wire, dem- 
onstrates the comparatively thin and un- 
even coating of zine which contains a high 
per cent of iron zine alloy ... a metal 
that causes wire to be brittle and the 
galvanizing to crack and peel off. 
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TRADE MARK 


Moneyv-Making Dealer's Ageney .. 


NORTHWESTERN BARB WIRE COMPANY 


This new fence, an exclusive Sterling develop- 
ment, enables you to offer your customers a 
phenomenal value. Sterling DUALIZED ALL- 
CLIMATE FENCE will build sales, profits 
and good will for you. 

Under any and all climatic conditions DU- 
ALIZED ALL-CLIMATE FENCE will give 


- One Agent to a Community 


lasting service! Think of the acceptance this 
fence will have with your trade. We not only 
tell you that this fence is superior to ordinary 
fencing but we will prove to you why and how 
it is possible that DUALIZED Fence has 
double life . . . write for interesting folder on 


DUALIZED ALL-CLIMATE FENCE, 


Don't Hesitate. Write Today for Full Details of the Exelusive Sterling DUALIZED 
- Act Quickly! 


STERLING . . Since 1879 . . ILLINOIS 


Dept. 10 


SEPTEMBER 13, 1934 











Store Traffic Creators 


By 
E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


° 7 ] 
WY... recently attending hardware conventions throughout the Central West—as 


far north as Minnesota and as far south as Texas—! was struck with the fact that at every 
one of them the dealer has been urged to concentrate his money and his efforts on fast- 
turning lines—lines that can be quickly sold, paid 
SANDPAPER— for, and proceeds promptly re-invested—and that 
MORE AND WHILE [ special attention should be given to those items 
ut 700 BETTER ia which are necessary in our every-day lives — the 
things which people consume or wear out quickly, 
and which bring them back many times each year 
to buy more. 


Such items are called store traffic creators—the 
most valuable items in your stock—because they 
bring the same customer into your store many times, 
and each time he comes in he is more than likely to 
buy something else. 





Store traffic is the life-blood of every retail mer- 
chant—the things which help to create it are his 
most valuable allies. 


Sandpaper and Emery Cloth are two recognized and outstanding store traffic creators— 
items which are bought many times during each year by the same customers—and when 
they come in to buy them, they invariably buy something else. Thus, Coated Abrasives 
are among the most important items you stock, regardless of the high margin they carry. 


Clover Color-Stripe Abrasive Papers and Cloths are accepted 
as standard by the principal dealers and jobbers throughout the 
land—today, a stock of these goods is better than money in bank. 


Your inquiries will be greatly appreciated. 


| E.B.GALLAHER: _ 
Clover Mfg. Co., Norwalk, Conn. 
You may send me, without obligation, samples of: 


CLOVER MANUFACTURING COMPANY || ~frcenstrpe sentnonee 


3 | Red-Stripe Turkish Emery Cloth—for polishing. 


NORWALK, CONN., Uw. S. A. | Yellow-Stripe Aluminous Oxide Cloth—for cut- 


| ting hard metals. The universal shop abrasive. 

















, | Orange-Stripe Garnet Paper—for wood-working. 








SANDPAPERS 
ie _| Orange-Stripe Garnet Cloth. ; 
METAL-CUTTING PAPERS AND CLOTHS | i Clover Grease-Mixed Grinding Compound. 
WOOD-WORKING PAPERS AND CLOTHS __| Clover Water-Mixed Valve-Grinding Compound. 
| Name 
CLOVER GRINDING AND LAPPING COMPOUNDS Address _ 


Character of Business 
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y ONLY Gold Stripe 

Brushes have Gold Stripe 
Fiber Jackets. It’s proved a 
real sales help, this jacket for 
preserving paint brushes after they've been used! It’s one of 
the reasons dealers find it easier to sell customers Gold Stripe 
Brushes rather than smaller profit ‘‘cheap’’ brushes! Not only 
that! This jacket keeps your brush stock clean and in perfect 








condition. 








GOLD STRIPE BRUSHES 


A product of the 


PITTSBURGH 
PLATE GLASS COMPANY 


SEPTEMBER 13, 1934 


makes it easier to sell 


QUALITY BRUSHES 


and brings customers back for more 







@ No doubt about it! When customers see the brushes 
with the Gold Stripe on the handle, they instantly rec- 
ognize them as superior. They look superior. . . are 
superior! That’s why dealers have an easier time selling 
these top-quality, top-profit brushes against “cheap’’, 
smaller-profit brushes. The dealer earns more. . . the 
customer gets more. 

After the sale is made, it works like this: Mr. Cus- 
tomer sees what a fine job the Gold Stripe Brush makes 
possible. . . how well it holds up. Again the Gold Stripe 
plays an important part! The customer remembers this 
distinctive marking—no other brush looks the same. 
He comes back to the same store for ‘other Gold Stripe 
Brushes ... for his future paint needs, as well. Like 
magic, the dealer has won a permanent customer! 

Mail coupon today for full information on how 
Gold Stripe Brushes can boost brush sales and profits 
for you. No obligation. othe eas 





To dealers interested in selling Gold Stripe Brushes, we 

will send complete information together with this automatic 

pencil, free. Address: Pittsburgh Plate Glass Co., Dept. 49, 
Brush Division, Baltimore, Md. 
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QUESTION :- - 


ANSWER: #, 
SELL THAT WHICH SELLS MOST! 

















Zinc Insulated Fences 
Steel Fence Posts 
American Steel Gates 
Banner Poultry Fences 
Protector Poultry Fence 
Netting 
Bale Ties 
Nails, Staples, Barbed 
Wire 








Py. | 
is rs me ht > National Expanding 
» ~in to Anchor Dirt Set End and 
(WEL Y S| Corner Posts 

oT eae Wire of all kinds 


ae 
~ 





A GREAT DEAL has been written—and a great deal has been said—regarding the merits and sals 
ability of fence. There are, however, two indisputable facts that point out a straight and certain 
path to profit. First: American Steel & Wire Company Zinc-Insulated Fences have stood the test 
of time—proved their ability to serve better and with greater economy throughout more years 
than any other fence. Second: these superior fences are the largest selling brand in the world— 
and are demanded by a great majority of the nation’s farmers. 


Thus, time-proved quality—and the biggest demand by far—are perfect answers to the question 
“Which fence shall I sell?” 


We will gladly forward to you information regarding Zinc-Insulated Fences—and the equally 
meritorious companion products listed above. 





fe Be, 1934 
AMERICAN STEEL & WIRE COMPANY 








208 South La Salle Street, Chicago SUBSIDIARY OF unrren JOS stares STEEL CORPORATION Empire State Building, New York 
94 Grove Street, Worcester AND ALL PRINCIPAL CITIES First National Bank Building, Baltimore 
Pacific Coast Distributors: Columbia Steel Company, Russ Bldg., San Francisco Export Distributors: United States Stee! Products Company, New York 
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FREE! 


This big, attractive 









“daily special” display 


IT'S 40 INCHES 
HIGH! 


It's your display... 


nen nae cat sn ae 
<cienailicn esos 


you put your own 


EVEREADY sales message on it 
Flashlight Batteries every day... 
TH EY'RE FRESH Here’s one of the handiest display 


The date line guarantees it <m pieces you've ever seen. A sub- 


¢ be stantial good-looking easel sign, 
O ies printed in colors, that carries a big 

may “ (17x 14) pad on which you can put 
your special sales message for each 
day. The display stands 40 inches 


high and has fine visibility. There 
are plenty of sheets on the pad for 





your specials. 


Even the heavy lettering pencil 
is included! 


There are dozens of ways in which 
this great display will come in 
handy, so send the coupon for 
yours today. No special deal — 
just another outstanding display 
produced by the National Carbon 
Company to help you sell more 
merchandise. 


USE THIS COUPON 











National Carbon Company, Inc. 
30 East 42nd Street, New York, N. Y. 





YOU PUT 


YOUR MESSAGE 
HERE— 


Please send me the “daily special” 
display piece. 







Name 





Address 





Your own special message goes on this big 
pad. A different message every day if you 
wish, —just tear off the used sheet and 
write on the next one. 


1101 
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THE DILLONS CASH IN ON A 
VOLUME-BUILDING IDEA 








Charlie, I’ve just finished going over the books. Last month 


was the best we’ve had in 2 years. 


Gee, that’s great news, dad! 





Greatest volume-builder I ever saw. Practically every painter 
that comes in for Dutch Boy buys everything else he needs 
from us. Look at some of these orders. Run big, don’t they? 


That one’s a hummer. A few more like that and we'll be 
topping everybody in town. 





That was a swell hunch we had about putting in Dutch Boy 
White-Lead and a real painters’ line. 


It worked even better than I thought it would. 





No doubt about it. Never saw anything like the way Dutch 
Boy brings in business. Here’s your pay envelope, son. There’s 
some good news in that too. 


Thanks, dad. Sure looks like happy days are here again. 
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WHY YOU SHOULD 


PAINTERS’ BUSINESS is volume business. When 
they buy, they buy in worth-while quantities. The 
merchant who gets their business is the one who 
carries everything they want. One of the items 
they constantly demand is Dutch Boy White- 
Lead. So, when you make Dutch Boy the corner- 

stone of your painters’ line, you've taken the 


PUSH DUTCH BOY 


most important step in the direction of volume 
sales. The preference that exists for Dutch Boy 
White-Lead also extends to the other members 
of the Dutch Boy family listed below. 

NATIONAL LEAD COMPANY 


111 Broadway, New York: 116 Oak St., Buffalo; 900 W. 18th St., Chicago; 659 


Freeman Ave., Cincinnati; 820 W Superior Ave., Cleveland; 722 Chestnut ic 
St., St. Louis; 2240 24th St., San Francisco: National. Boston Lead Co., J 
800 Albany St., Boston: National i 4 Oil Co. of Pa., 316 4th Ave., 


Pittsburgh; John T. Lewis & Bros. . Widener Building, Philadelphia. 





puTcH Boy 7" WHITE-LEAD 


LINSEED OIL — FLATTING OIL — LIQUID DRIER — WALL PRIMER — COLORS-IN-OIL 
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on the greatest clock 


show G-E ever staged! 





THE CHEF—MODEL AB 2F-04, Wall or shelf type, 
kitchen clock. Green with ivory stripes, ivory with red 
stripes or black with white stripes — black Arabic nu- 
merals. Self-starting. 6% in. square, 1% in. deep. 

Isa ccccose CECARSESORET SOMERS C60 caabotecs $4.95. 





h Boy 





THE STANWOOD — MODEL AB 4F-54. Hare wood, 
zebra wood, lace wood or ebony with gold or chrome 
finished dial and bezel ring. Black Arabic numerals. Self- 
” starting. 6% in. square, 1% in. deep. List....... $7.50 


THE VOGUE—MODEL 3F-56. Brushed copper case 
with black base—black bezel ring—light ivory dial with 
black Arabic numerals. Self-st arting. Height Sg width 
5% in., depth 1% in. (base 6% in). List....... $5.95. 


THE FLEET—MODEL AB 3F-60. A modern, easel type 
frame clock at a sensationally low price. Green, ivory 
or black with black Roman numerals. Self-starting. 
5 in. square, 1% in. deep. List......ceeceeees $3.9. 


mes 


Sat eae 





. eel 
Dutch a gel 
‘here’s 2 4 
THE MORNING STAR — MODEL AB 7F-52. Alarm. THE SECRETARY— MODEL AB 3F-58. ay oo THE INW ALL — MODEL AB 1F-608 and MODEL AB 
. Black, ivory, robin’s egg blue with gold trim, or French with contrasting inlaid trim. Light ivory dial, blac 1F-612. A flush, wall type clock for home, office, store or 
gray with chrome trim. 12-hour bell alarm. Self-starting. Arabic numerals. Self-starting. Height 5% in., width factory. Available in 8 in. and 12 in. sizes. Chrome- 
Height 5 in., width 4% in., depth 3 in. Saks, MAN SURE his 0 dckaddcaseecscwss $7.5 plated case. Self-starting. Depth 34 in. List, 8 in. .$8.75, 
—e errr $5.95. Colors......... $6.50. ER area ere ro 9.95. 
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pe ote months ago G-E in- 
troduced The Clock Merchan- 
diser that put dealers in the clock 
business for less than $25. 

It went like a house afire! Dealers 
snapped up /wice as many as we 
figured on, and we figured on them 
taking plenty! 

Now G-E comes along to plus 
that idea! G-E is introducing eight 
new self-starting models that will 


move faster than any clocks ever 
placed on a counter. New clocks! 
Different clocks! Different in style! 
Different in color and design! And 
all backed by G-E. 

Here they are! Orders now being 
taken for immediate shipment! See 
your nearest G-E clock distributor, 
or write us direct—General Elec- 
tric, Section T-579 Merchan- 4 
dise Dept., Bridgeport, Conn. Sos 





THE COMMERCE— om me AB 1F-412.A a type 
round metal commercial clock. Bronze or black finishes. 
Convex crystal. Ara os numerals. Self-starting. Diam- 
eve 1435 16:, G2peh: SF ie, TG 6 oc op aeec nuke 9.95, 


GENERAL @ ELECTRIC 
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Dealer: What's this, a tea party? 


Hotpoint Redman: No sir! It’s one of the 
hottest ideas ever pulled out of the coals! 
An idea that will get women to buy like 
beavers! 

Dealer: Spring it! 

Hotpoint Redman: See this dining-room 
table! Well, you set up one of these right 
in your store—where people will prac- 
tically trip over it! Use a nifty table- 
cloth, and swanky dishes—fix it up 
swell! On this table you put... 


Dealer: How’ll you have your eggs, boss? 


Hotpoint Redman: Listen! ... on this table 


GENERAL @ ELECTRIC Hotfwint i 
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LOOK! A FISTFUL 
OF MONEY ON A 


DINING ROOM 





you put a G-E Hotpoint Cooker, a Hot- 
point Chafing Dish, a Hotpoint Waffle 
Iron, a Hotpoint Toaster, and a Hotpoint 
Coffee Maker. Then—you smack out a 
few cards telling wornen how they can 
grill steaks, fry eggs, make pancakes, 
waffles, toast, rarebits, creamed chicken, 


and coffee RIGHT AT THE TABLE! 


Dealer: Swell idea! Where’d you 


snitch it? 


Hotpoint Redman: It’s not only a good 
idea but we’re telling millions of women 
all about it. Look in the October* issues 
of Good Housekeeping— Better Homes 
& Gardens—and McCall’s! If that kind 





G-E Hotpoint “Westchester” Automatic Waffle 
Iron . . . $9.95. G-E Hotpoint “Treasure Chest” 
Cooker . . . $9.95. Waffle grids extra. G-E Hot- 
point “Yarmouth” Toaster. . . $3.95. G-E Hot- 
point “Oxford” Percolater—6-cup capacity... 
$7.95. 7-cup capacity .. . $8.95. G-E Hotpoint 
“Dorchester” Coffee Maker, 6-cup capacity ... 
$9.95. G-E Hotpoint Chafing Dish . . . $14.95. 





of advertising doesn’t get women into 
your store nothing will! 

Dealer: Great! But have any dealers ever 
tried this Table Cookery idea? 

Hotpoint Redman: Have they? Why, your 
old competitor, Smithers down the 
Street, sold so many Waffle Irons and 
Toasters last month that he had to throw 
away all hishats—his head got so swelled! 
Dealer: Well, if he can do it... so 


can I! Get out your order pad. 


*Note: These October magazines come 
outin September. Better work fast! Phone 
your G-E jobber today, or write Section 
E-579, Mdse. Dept., Bridgeport, Conn. 
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NOW— 
MAKE 
YOUR STORE 


BETTER 


HOME $ 


HEADQUARTERS 


ATKINS 
a You 


—FREE 





TKINS engaged sales experts to g0 over every 
detail of the new three billion dollar national 
Housing Plan and figure exactly how it could be 
applied to make Business and Profit for your store! 
This Atkins “Better Homes” Plan is the result! 
It would cost you a thousand dollars to get this 
information for your store alone. But Atkins 
offers it to you—FREE! 

In addition to a striking window display mark- 
ing your store as “Better Homes” Headquarters, 
you get a Complete Plan which not only enables 
you to answer questions on the National Hous- 
ing Act and be a Real Center of information and 
help to home owners, but more than that— 

This Plan shows how you can build business 
through banks and contractors and carpenters. 

It gives you letters to write to home owners. 

Gives practical ideas for advertising and “Bet- 
ter Homes” contests. 

It is not merely a discussion of a government 
activity but a sound, logical sales plan for your 


DEALERS SERVICE DEPT., 


LET US HELP 
| you Do iT 


ae 





business! A plan you can use to advantage 
RIGHT NOW! 

It is a service that will help many other manu- 
facturers sell more of their products than we 
can possibly hope to sell in Atkins “Silver Steel” 
Saws and Tools but we are hoping you will “cash 
in” on it so successfully that you will need to 
buy and buy again for your stock of Good Saws 
and Tools. ; : 

You are not asked to buy anything or to obli- 
gate yourself in any way to get this supply of valu- 
able information and material but we do hope you 
will remember that in real, practical profitable 
service to help you sell, Atkins is always on the 
job, ready to do a little MORE to help build better 


| business as well as better homes! 


All you need do to get the complete Atkins 
“Better Homes” Plan with the complete set of 
window display material is to sign your name and 
address below and mail it to us or write us asking 
for it on your letterhead. 


= * (‘18 @8, bee” “aera. YB, 





INDIANA 


INDIANAPOLIS, 


Please send the complete Atkins “Better Homes” Plan and window display material, without charge, to 


A a Den 8 CES tts alate ne dic oe ih oa is 
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Just Among Ourselves 


Two Good Ideas—. 
Richard Townley, head of the 


Kansas City wholesale hardware 
house by that name, gave me two 
good ideas. He saw Woolworth 
stores featuring a sign which read, 
“This is hardware week.” He found 
hardware men in his territory doing 
nothing about this particular bit of 
competitive window advertising so 
he got out a bulletin recommending 
that hardware dealers use signs read- 
ing, “Every week is hardware week 
here.” The other idea is equally as 
good. A merchant-customer com- 
plained that he had two electric 
washers in stock for sometime and 
was unable to sell them. He wanted 
to return them, but Mr. Townley 
urged him to send out, in lots of 100 
at a time, a total of 1000 penny 
postal cards telling the good points 
of the washer and indicating its price 
(not a cut price, either). The 
records show that one washer was 
sold in two days and that within the 
first week among the first 100 cards 
sent out, the dealer had a nibble on 
the second washer. Now the dealer 
has decided that he is going into the 
electric washer business. The last I 
heard of his activity indicated that 
while he is not doing a land office 
business he is doing a substantial 
volume and making a little money 
which he would have otherwise 
missed. It is always well to remem- 
ber that electric washing machines 
bring in a high unit sale which is 
needed to offset the many 5, 10 and 
15c. items which every hardware 
store must sell as a matter of regular, 
every-day service. 


*“‘Who Makes It?”— 


Emil Schlenker advertises, “We 
have it, can get it or will tell you 
where to get it.” He tells me that 
every year he makes at least $1,000 
net profit on merchandise not regu- 
larly in stock, often in lines for 
which he has a call but once a year 
or less. Some years he makes his 
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By CHARLES J. HEALE 


Editor, Hardware Age 


own salary on the sale of such mer- 
chandise which he obtains through 
the information contained in the An- 
nual Directory or “Who Makes It” 
issue of Harpware Ace. He has 
given a number to each of approxi- 
mately 5000 classifications in this 
Directory and has a folder for each 
25 of these classifications. An eight 
drawer cabinet contains the folders 
in which he puts circulars, received 
in the mail or for which he has sent 
based on the listings given in the 
Directory. He has made quite a hit 
with this “hard to get” merchandise 
and has become the recognized in- 
formation bureau in his town, Ann 
Arbor, Mich. He says that once you 
get started in giving this extra ser- 
vice there appears to be no end to 
its possibilities as a sales builder. 
Many of the merchants (in all lines 
in his town) are too lazy or too 
indifferent to render a similar ser- 
vice, preferring to refer the inquiries 
to Mr. Schlenker. There is scarcely 
ever any competition for these 
special order requirements and so 
the margin is most satisfactory. And 
this reminds me that the 1934 edi- 
tion of “Who Makes It” issue will 
reach our readers on Sept. 27, 1934, 
surpassing and supplanting the 1933 
edition which is now in use among 
more than 25,000 hardware men. 


Inconsistent Uncle Sam— 
The President’s executive order 
permitting a reduction on open prices 
filed under codes up to 15 per cent 
on Government contracts, is incon- 
sistent and delivered a damaging 
blow toward any hope for permanent 
price control—price control _ that 
wage standards may be maintained. 
Throughout all code hearings, NRA 
officials emphasized the burning zeal 
to protect the small buyer against 
the large one. With this was the 
official pressure against any form of 
price cutting because of its effect on 
wage standards. Yet, the Govern- 
ment which is by far the largest cus- 


tomer in any field, now declares its 
large purchases merit special treat- 
ment at the expense of the smaller 
consumer. This is a most unfortu- 
nate and upsetting policy. It is 
fundamental that wages cannot be 
maintained if prices are to be cut. 
Uncle Sam, the largest single cus- 
tomer, is spending an estimated 
$400,000,000 a month. If this tre- 
mendous volume is to be cut 15 per 
cent it is likely to check the slightly 
improved wage situation which still 
leaves much to be desired in a great 
many fields under codes. 


A Ton of Steel— 
On this subject, T. H. Gerken, 


news editor of The Iron Age, com- 
ments, “The cost of materials is only 
a part of the Government’s far-flung 
activity. In many public works 
projects labor is the overwhelming 
cost item. Does Uncle Sam intend 
to extend his shopping activities to 
the realm of wages? The labor cost 
in a ton of steel going into a post 
office is just as great as in a similar 
product going into a factory addi- 
tion or an automobile. So are the 
other costs. But the private buyer 
is néw expected to pay more. The 
private seller is also expected to 
accept less for his product. Whether 
or not he agrees to do so is not the 
question. Uncle Sam has stated his 
position. 

“Industry has the right io know 
what is behind Uncle Sam’s sudden 
decision to go shopping.” 


Sheet Metal Code— 

Coincident with the approval of 
the Supplemental Wholesale Hard- 
ware Code came approval of the 
Sheet Metal Distributing Trade Code 
which also supplements the basic 
wholesale code. It parallels closely 
the provisions in the Supplemental 
Wholesale Hardware Code except in 
definitions as explained previously 
in HarDwaRE AGE. 
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By JAMES F. GOODMAN 


Kansas City, Mo. 


F you are not accustomed to 

thinking of change of fluctua- 

tion in business in larger terms 
than your own store, and your own 
competition, you will need to en- 
large your view to include the 
changes that involve whole commu- 
nities, whole cities, even nations. If 
you are not alive to causes you will 
be swept under by effects. 

For instance, are you in a town 
whose dependence is upon one in- 
dustry, and are you well enough 
posted about that industry to know 
what its prospects are to avoid them 
if they are bad; to take advantage 
of them if they are good? 

A serious blow was struck at one 
of China’s larger “cottage indus- 


24 







A sequel to James F. Goodman's 
article, “The Handwriting on the 
Wall,” published last issue. Here, he 


points out 


“there are no radical 


changes-they fly their warning 
signals far ahead 


tries” when Irene Castle a generation 
ago made short hair the style for 
women and rendered the hair net as 
obsolete as the bustle. 

You don’t live in China. Well, 
how about the thriving little village 
of Blossom Valley built about a 
nationally famous petticoat factory 
when grandma was a girl. They 
say, too, that the vogue for bare legs 
(in spite of the hosiery manufactur- 
ers’ opinion that uncovered extremi- 
ties are immoral) has_ seriously 
affected a little town which lived on 
its stocking mill. 


What has become of 


sawmill 


towns, of the North, oil towns of the 
Southwest, coal mining towns in 
Kansas, buggy factory villages in 
Illinois? 

Is your local industry proof 
against obsolesence? Then find out 
if its management is competent for 
your personal interest is tied up in 
that industry just as much as if you 
were a stockholder. 

This isn’t all a negative proposi- 
tion, on the contrary know enough 
about an industry to forsee its pros- 
perity and benefit by it as well as 
protecting yourself against its adver- 
sity. 
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Have you the real estate illusion? 
Have you decided that for every 
good reason you can think of you 
should either change the location of 
your business or give it up entirely, 
but still do not do so because you 
hate to lose your investment in your 
real estate? 

Real estate is valuable to you for 
only one reason—you make money 
or get satisfaction out of its use. 
Any other value real estate has is 
entirely imaginary, entirely a mental 
state. Its sole market value lies in 
the minds of other people. It has 
no intrinsic value. If it seems valua- 
ble to several people and their desire 
for it is sufficiently great to make 
them willing to pay some price for 
it, it has a market and if their desire 
is greater than yours, measured in 
money, a sale can be made. 

But if nobody wants it and you 
cant make any money out of it and 
have only the pride of ownership, 
you have already lost your invest- 
ment in it just as much as if the 
ground had opened and swallowed 
it up. The fact that it still shows 
on your books should be no more 
reason for you not leaving it than a 
lost account or a block of stock in 
the Blue Sky Mining Company. 

I looked over a merchant’s books 
recently who said he wished he could 
get out and move his stock to another 
town as conditions had been getting 
worse steadily for five years where 
he was, in fact, he had lost money 
every year and recognized the situa- 
tion affecting the decline of the town 
as inevitable. “But I just had too 
much tied up in this building to 
move.” We looked at his building 
account. It had been built at high 
prices for labor and material, shrink- 
ing it down to present values and 
taking a reasonable depreciation his 
business loss in those five years very 
nearly equalled what he thought his 
building was worth and he was fac- 
ing another year of it because he 
couldn’t afford to lose his real estate 
investment! 

If you can do better in every other 
way by abandoning real estate, 
chuck it. If it is really worth any- 
thing some one will buy it, if it isn’t, 
you can’t afford to be tied to it your- 
self. 

Are you accustomed to thinking 
of good times and bad times, of pros- 
perity and depression, merely as the 
ebb and flow of the tide, or do you 
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understand that the zig zag course of 
business never turns back on itself 
but new methods, new ideas, new 
economies come with each swing of 
the pendulum. In a depression peo- 
ple think, especially if they haven’t 
much else to do, and from each de- 
pression arises a new kind of com- 
petition with new ideas, new meth- 
ods, new short cuts, new designs, 
new ways of beating your game. 

You can see that in a big way 
when you look at the railroads, 
lower fares, air-conditioned cars, 
streamlined trains, loaded trucks 
handled on flat cars have all come 
out of the depression thinking 
period. 

Mail order local stores, develop- 
ment of chain stores, expansion of 
cut rate drug stores, the greater ex- 
pansion of direct selling by jobbers, 
the greater diversity of merchandise 
handled in hardware stores, the new 
hours, wages and other code features 
are the result of thought activity dur- 
ing the depression. 


Looking Forward 


What have you done to improve 
your lines, your methods of doing 
business? How well have you 
adapted yourself to change or if 
adaptation is impossible what have 
you done to save what you have? 

What will prosperity do for you 
when, as and if it returns is more 
important and more filled with un- 
certainty than what the depression 
has done. 

People whose idea of getting on 
comfortably was a new gas range 
and electric refrigerator when they 
went into the depression, have 
bought automobiles instead when the 
sky began to clear. 

Young couples whose ambition 
was to own their own homes and had 
started paying for them and lost 
them, have said, “Oh! shucks, if I 
get any money again I'll take a trip 
with it and Ill have it.” 

You were depression proof-——are 
you prosperity proof? 

Can you pick up the threads where 
you dropped them four years ago? 

Do you know how restless your 
customers are? As a general rule 
small towns are becoming larger— 
or fading away—very few towns are 
actually standing still. It is pretty 
generally accepted fact that about 
the right size for a town is 35,000. 
Town boosters whose whole idea was 


once population have discovered 
that when towns reach that mark 
they are large enough to have good 
stores, support churches, schools, 
theaters, utilities and make an attrac- 
tive location for some good industry 
and afford a satisfactory market for 
a good sized territory, but above that 
mark political and other racketeer- 
ing begins to appear, slums develop, 
jealous competition with other towns 
sets in. 

Is your town approaching this 
ideal or falling away from it? 

If you are in a large city, is your 
locality changing for better or for 
worse; for the same thing happens 
to whole districts in cities that hap- 
pen to small towns, individually 
located. People are whimsical and 
restless. Look over any large city 
and you will find scattered all over 
what were once fine residences now 
turned into boarding houses, stores, 
offices, lofts or even empty and 
decaying. 

They mark what were at different 
periods the smart residence sections 
of the city. 

The same shift takes place in re- 
tail buying districts. Check yours 
for these possibilities. 

Parking facilities are better and 
trafic congestion less in locations 
“farther out.” 

The class of people, their buying 
power and their requirements in 
your line are changing. Declining 
rentals in your neighborhood, other 
things being equal, are a signal to 
you to move or to cater to different 
class of trade. 

I know a grocer who keeps several 
stores going, not to cash in on the 
chain store idea, but to be sure he 
is in the right location. He is al- 
ways in the process of closing out the 
poorest store, always looking for a 
better location. 

Are you studying the trends in 
merchandising or are you only re- 
senting them? Merchandising is dis- 
tribution, it is the last process in 
getting into the hands of the user 
what the factory makes for him. It 
has been the most costly, least efh- 
cient, step in the process and the 
most necessary. Naturally, a lot of 
high powered thinking and rapid 
action have been applied to this 
problem, especially when it began to 
be understood as our main economic 
and social failure as the depression 
closed in on us. 
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You can see that short cuts are 
being figured, inefficiency is being 
located and cut out and experiments 
are being tried. The wider, quicker, 
cheaper distribution of manufac- 
tured goods no longer bears the label 
of socialism but of necessity. 

Where do you and your business 
stand? Does your community owe 
you and your business a living if it 
can get its hardware, or its clothes, 
or its food some quicker, cheaper, 
handier way? It may, but you can’t 
collect. 

The head of Macy’s big depart- 
ment store in New York was recently 
asked if the trend was toward the 
concentration of selling by large 
units like department stores and the 
crowding out of the smaller indi- 
vidual stores. His answer I quote 
in full: 


An Even Break 


“I would say that there is a pretty 
even break on that. It depends very 
largely on conditions. For example, 
in the past three years, you haven’t 
heard very much about the spread 
of department stores. You haven’t 
heard about any new department 
store, but if you go through your 
local districts, you will find a great 
many small stores that have recently 
opened up, people who are trying to 
make a livelihood out of that type 
of business. Whether that will re- 
main, whether it will change back 
again to the expansion of big organ- 
ization, is very hard to say. At the 
present time in answering this ques- 
tion, I would say that there is a 
greater tendency toward the expan- 
sion of neighborhood shops than 
there is toward department stores. 
That probably is augmented—the 
difficulty of getting to central places 
probably also is helping that devel- 
opment.” 

Are we so disturbed by the injury 
that the establishment of new chan- 
nels of distribution do to us that we 
can not value their worth to and 
acceptance by the community? 

Why don’t you speculate on the 
stock market? Because you are a 
conservative business man. Are 
you? There is no greater specula- 
tive risk today than the merchandis- 
ing business. There is the every day 
risk in purchasing where the specu- 
lation is not only on buying and 
selling price both, but on consumer 
whim as well. 
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You would like to call it consumer 
demand, but when you figure all the 
wheedling, coaxing, persuading, de- 
coying and luring you exert on a 
prospect before he actually con- 
sumes or even approaches demand- 
ing, his trade shows up much more 
in the light of a speculative hope 
than a sure demand. 

There is the long pull risk of the 
business itself, even more hazardous 
than the day to day risk on the 
merchandise bought and sold. 

Presumably since you are con- 
servative you made a very careful 
canvass of the situation when you 
located your store and had very well 
thought out any justifiable reasons 
for putting a hardware store just 
where you did. 

But real astuteness on the part of 
the investors is required, not in 
knowing when to invest but when to 
sell out. To know when the invest- 
ment has made its largest return and 
is headed for diminishing returns or 
total loss. 

I have in mind a lumber yard that 
had a location in an outlying dis- 
trict of a growing city. It reached 
its peak as lumber yard as the city 
grew, but became a profitable loca- 
tion for a hardware store and the 
shift was gradually made by running 
both a hardware store and a lumber 
yard on the location until the lumber 
yard could be eased out. 


Neighborhood Stores 


Shifting development of the city 
resulted in the establishment of 
neighborhood hardware stores, and 
its growth of hardware sections in 
down town department stores and 
the location was no longer right for 
a hardware store, but by this time 
the management had _ completely 
transformed the stock by easy strides 
to furniture and home furnishings. 
They had known when to “sell out.” 

Did you inherit your business, did 
you put in a store because the rent 
was cheap or because you needed 
something to occupy your time? 
You are coming in competition more 
and more with people who don’t do 
business that way. With college 
trained men who know what they are 
doing and why. Don’t laugh at the 
college boys because they don’t 
know a left handed monkey wrench 
from a lady’s hoe. They can learn 
that. They have been trained to 
think and trained how to learn. 


Merchandising is now a science, 
not just an occupation. The big 
stores have research departments, 
training courses for their salesmen. 
Merchandising is full of guess work. 
There are very few sure-fire meth- 
ods, but the guessing average in sci- 
entific selling is improving steadily. 
What are you doing to improve your 
guessing ability to meet this new com- 
petition? 

It would not be possible to give 
an exhaustive list of all the contin- 
gencies that beset a retail business 
even if there were not new ones be- 
ing constantly added, and it is not 
so much the purpose to point out 
specific changes to watch for as it is 
to call attention to the unstable and 
constantly shifting base on which 
merchandising rests, and to impress 
upon you that the element of chance 
has very little to do with the matter 
but that all changes are really grad- 
ual and fly their warning signals 


far ahead. 


What Is Happening 


All of these things are happening 
and they all affect distribution— 

A. Changes in facilities of pas- 
senger transportation. Widen sub- 
urban areas of large towns and 
facilitate trading of small town resi- 
dents with large town merchants. 
Stock brokers are now commuting 
from their homes on Long Island to 
the foot of Wall Street in New York 
in amphibious airplanes. 

B. Decentralization of Industry is 
bringing manufacturing plants to 
small towns where shipping facilities 
and living conditions for employees 
are cheaper and better. This works 
both ways—it may make a town or 
a dull season in the particular in- 
dustry may break it. 

C. Subsistence homesteads and 
the idea of self-sustaining garden- 
homes for industrial workers ties in 
with the item above. They make 
good customers but not for green 
groceries. 

D. New Deal or not, there is a 
great increase in the proportion of 
leisure time of all workers. This 
makes a part time leisure class with 
need for recreation. A class of cus- 
tomers with a new set of needs. Will 
they purchase merchandise of yours 
or spend on beer and skittles. 

E. The increase in leisure—will 

(Continued on page 58) 
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NRA Announces New Code Groupings 


HE National Recovery Admin- 

istration announced on Aug. 

27, 1934, a virtually complete 
realignment of its Code groupings to 
conform to a new fundamental clas- 
sification of all industries and 
trades. 

This basic classification, com- 
pleted after studies of many months, 
assigned by General Hugh S. John- 
son to a specially created economic 
unit, corresponds closely to the 
groupings of the Census Bureau and 
of the International classification, 
but is more thoroughly developed 
than either. 

Keynote of the classification is 
recognition of 22 classes within 
which every known industry or trade 
has a definite place. 

The effect of the classification on 
NRA’s_ administrative machinery 


will be: 


1. Assembling of codes into 22 
industry groupings under the exist- 
ing industry divisions. The sections 
thus assembled have been _trans- 
ferred among the divisions .so that 
each contains only the most closely 
allied groups defined by the new 
classification. 

2. Transfer of personnel in many 
cases so as to keep experienced men 
with their codes. 

3. Two or three master codes will 
have their component supplements 
distributed among several deputies, 
but always under the direction of a 
single division head. 

The reasons for the changes are: 


1. Assurance that allied lines re- 
ceive identical treatment on common 
problems. 

2. Reduced administrative over- 
head by eliminating duplication of 
functions and studies. 

3. Opportunity for many allied 
codes to merge by voluntary action 
of industry for greater economy in 
the self-government functions. 

4. Clearer perspective on the sev- 
eral classes of codes, with consequent 
greater definition of the problems to 
be solved by both Government and 
industry in development of code law 
and its application, and elimination 
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of overlapping definitions in indus- 
try codes. 

5. Simplicity of line-up for more 
accurate statistics on industries and 
trades. 


The eventual expectation is that 
the 22 sections will fit into 10 or 11] 
industry divisions. Already, within 
the last few days, two new divisions 
have been created in line with the 
plan. 

The first, covering Public Utilities, 
Transportation and Communication 
is under Leighton H. Peebles, Acting 
Divisional Administrator. Another 
probably will include all Textile 
Producing and Clothing codes and 


the Leather and Fur codes. 


Eliminates “‘Miscellaneous”’ 
Groupings 


Chief divergence from the census 
and international classifications is 
the total elimination of “miscellan- 
eous” groupings. NRA students of 
the problem began with the assump- 
tion that there was a proper statisti- 
cal and administrative place for 
every single industrial unit, and 
with the knowledge that administra- 
tion of “miscellaneous” units would 
present an _ unassimilable hodge 
podge of unrelated problems. The 
classification also departs from the 
indefinite terms such as “capital 
goods” which have heretofore 
caused confusion in statistical work 
by their vagueness. 

Such industries as have tempo- 
rarily adopted NRA’s Basic Code all 
have an assigned place in the 22 sec- 
tions to which they may go when 
they are ready to assume full self- 
governing functions. 

The classification was based on 
recognition of four basic groups of 
enterprise. 


1. Production of basic materials 
from the soil. 

2. Fabrication of what emerges 
from the first group into finished 
products. 

3. Service—industries which do 
not produce fabricate definite prod- 
ucts but which render service— 
ranging from transportation through 


finance to amusements, professions 
and such service trades as laundries, 
restaurants, etc. 

4. Distribution of goods, whole- 
sale and retail. 

The 22 sections and the funda- 
mental group to which they belong 
are as follows: 


Producing Industries 


1. Food 7. Fuel 
2. Textiles 8. Lumber and 
3. Leather and Timber 
Fur 9. Chemicals, 
4. Ferrous Paints and 
Metals Drugs 
5. Non-Ferrous 10. Paper 
Metals 11. Rubber 
6. Non-Metallic 
Products 


Fabricating Industries 


14. Graphic Arts 
15. Construction 


12. Equipment 
13. Manufactur- 


i oO 
ing 


Service Industries 


16. Public Urtili- 18. Communica- 
ties tion 

17. Transporta- 19. Finance 
tion 20. Amusements 


Distributing Trades 


22. Wholesale and 
Retail Trades 


21. Professions 
and Services 


The probable ultimate line-up of 
industry divisions is as follows: 


1. Food, farm products. 

2. Textiles, furs, leather. 

3. Basic materials, steel, lumber, 
building materials, fuels. 

1. Chemicals, drugs, paints, paper, 

rubber. 

. Equipment, machinery, tools, fix- 

tures, vehicles. 

Manufacturing of use goods 

from household appliances to mu- 

sical instruments. 

. Construction in all branches. 

8. Public utilities (electric, gas, 
water), transportation, communica- 
tion. 

9. Finance, graphic arts, amusements. 

10. Professional, service trades; all 
wholesale and retail codes (except 
food). 


uw 


6. 


“I 


Because of the relationship be- 
tween food codes and the Agricultu- 
ral Adjustment Administration pro- 
grams, number one division is verti- 
cal from first manufacture through 

(Continued on page 74) 
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The arrangement of the inter- 
changeable fixtures for the win- 
dow at the right 
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Here Are Window Trims You 


HERE will be a lot of tennis 
played before the season 
closes. Now is a good time 
to display the items still in stock 
from the earlier months. Fishing, 
too, will hold the attention of many. 
The photographs showing the tennis 
and fishing windows of Morehouse 
& Wells, Decatur, Ill., offer sugges- 
tions to the hardware display man. 
The tennis balls are, of course, sus- 
pended by black threads and, while 
this particular display appeared in 
the spring, it is equally good at this 
time to move tennis goods. 

The suggested window displays 
offer timely ideas for the presenta- 
tion of furnace and fireplace mer- 
chandise. The picture of the police- 
man calling “all cellars and 
furnaces” can easily be reproduced 
by the sign writer using the accom- 
panying chart as a guide. The let- 
ters on the top and the numerals on 
the side are placed there for easy 
copying. By starting the picture at 
line 2B, for instance, the drawing is 
easily mapped out. 

The Harpware AGE interchange- 
able display fixtures are used in the 
composition of the suggested dis- 
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plays. With these fixtures the ar- matically build up your merchan- 
rangement of the windows becomes a dise so that it gets a chance to be 
quick and easy task. They auto- — seen. A sheet of instructions is pro- 
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Install these windows now and get 
the benefit of advance notice by your 
customers and prospective customers. 
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Intermediate Credits Available 


for Capital Goods Industries 


Five year loans to business concerns will interest every 







Eugene R. Black, Governor of the 
Federal Reserve Board, Washing- 
ton, in explaining the regulations 
pertaining to the new working- 
capital loans, describes the act of 
Congress in granting the broadened 
pewers to the Federal Reserve Banks 
as “recognizing the need of many 
small- and medium-sized industrial 
and commercial businesses for addi- 
tional working capital to enable 
them to continue or resume normal 
operations and to mantain employ- 
ment or provide additional employ- 
ment.” 


By W. W. MACON 


of a new sort are now made 
available to established industrial 
and commercial enterprises. They are 
one answer to needs of the capital 
or durable goods industries. Reactiva- 
tion of durable goods manufactures 


eer credit facilities 


has been held back in part because ‘ 
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there has been no place in financial 
procedure for obtaining loans for 
moderate periods as of months or a 
few years. The money or credit re- 
quirements meanwhile have not been 
such as warranted long time funding, 
even if the restrictions of the securi- 
ties act were to prove no deterrent, 
but they have called very decidedly 
for more time than commercial banks 
appear to be allowed to consider. 
Thus, in this new reservoir of inter- 
mediate credits, another shackling in- 
fluence to the resumption of some- 
thing like normal activity is removed, 
and it may prove to be a factor of 
prime importance in the industrial 
recovery movement. 


A Reservoir for Working 
Capital 


The reservoir comes into being out 
of an amendment to the Federal Re- 


hardware firm distributing 


industrial equipment and 


serve Act. It provides for loans up 
to five years “for working capital.” 
The ways are made easy and safe 
for the individual banks or lending 
institutions to extend the loans. For 
one thing the Federal Government 
stands back of the loans up to 80 
per cent of their face value. For 
another, the Federal Reserve bank 
authorities seemed disposed to urge 
the banks of the country to encour- 
age, if not to seek out, likely bor- 
rowers, all to the end of increasing 
industrial and commercial activity 
and consequently employment. 

The Durable Goods Industries 
Committee (which was elected in 
March at the request of General 
Hugh S. Johnson, Administrator for 
Industrial Recovery, following the 
conference of code authorities in 
Washington, March 7) has stressed 
among other things the need of set- 
ting up some arrangement for in- 
termediate credit accommodations. 
What it had in mind particularly was 
lending to provide for the purchase 
of machinery and equipment. Specif- 
ically, the Federal Reserve machin- 
ery is for adding to a given com- 
pany’s working capital. Neither by 
affirmation or prohibition does it 
touch on how the working capital is 
to be spent. In short, there are no 
definitions or restrictions of record, 
but instead a willingness all but ex- 
pressed to allow widest possible lati- 
tude to a borrowing company. The 
idea would seem to be, for example, 
that if a company can show it is able 
to go ahead as a promising and sol- 
vent institution, provided there is 
some money priming of the indus- 
trial pump, the priming will be 
forthcoming. 

One would gather that the legisla- 
tion recognizes the futility of precise 

(Continued on page 56) 
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BRITISH economist has writ- 
A ten a book that all Wall 
Street is reading and talking 
about. He predicts a great boom in 
the United States, and gives the rea- 


sons why. We wouldn’t be surprised. 
The unexpected usually happens. 


* * * 


A friend of mine was invited to 
come down and look over the New 
York Stock Exchange, and to have 
lunch with the Secretary. He arrived 
at noon, and just for fun, put in an 
order for one hundred shares of a 
certain stock. He had luncheon, and 
from one until two o’clock saw one 
of the most unusual sights in the 
world, the New York Stock Ex- 
change in action. With his guide he 
entered a soundproof room. On the 
door was painted in large letters:— 
“PRIVATE.” One hundred  tele- 
phone operators were working in 
this air-cooled room. A long tele- 
phone board ran down the center 
of the room. There were 50 girls on 
each side. All of them worked with 
bare arms, and he said it was a 
curious sight to stand in the door- 
way and see those bare arms and 
hands working the plugs. The effect 
can hardly be described. (By the 
way, if any of our hardware friends 
are visiting New York, we will be 
glad to supply them with a card to 
the gallery of the Stock Exchange.) 

At two o’clock my friend sold the 
hundred shares he had bought. His 
profit was $125. He told me later 
the same day that he enjoyed his 
luncheon. 

* * * 


One of my women friends bought 
two tickets in the last Canadian 
sweepstakes, at one dollar each. A 
woman friend of hers asked if she 
would not sell her one of the tickets 
for a dollar. She did. Her friend’s 
ticket won $111. A few days later, 
the ladies had luncheon together. 
The winner remarked: “That was a 
lucky buy on my part, wasn’t it? I'll 
tell you what I’ll do to show my ap- 
preciation. I'll buy you a cocktail.” 

True story! So’endeth a beautiful 
friendship! 
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RANDOM THOUGHTS 


By SAUNDERS NORVELL 


One of the most interesting arti- 
cles I have read lately, was publish- 
ed in the New York Evening Journal 
Aug. 20, and was written by Paul 
Block, the American publisher. He 
outlines the improved conditions in 
Great Britain. He gives facts and fig- 
ures. It is a most remarkable show- 
ing. From the depths of gloom and 
depression, England is now on her 
way to prosperity. Here are some ex- 
tracts from this article: 


“More people are at work in Great 
Britain today than at any time in the 
past ten years, with the exception of 
the last ten months of 1929. 

Taking 1929 as 100 per cent, Great 
Britain’s index of employment is higher 
than that of any other country. For 
every hundred persons working in 
Great Britain in 1929, there are now 
99.7 working. In Japan, 95.2; U. S. A,. 
77.1; France, 76.8; Italy, 71.1. 

Taxes have been reduced since 1931 
by almost $200,000,000. 

There has been a great rise in the 
price of government bonds. 

Industrial stocks have soared. 

Dividends have gone up. 

The bank rate has been reduced from 
6 per cent to 2 per cent. 

London is changing. The slums are 
being attacked. Magnificent apartment 
houses are rising. The banks of the 
Thames are being given a new dignity 
by new office buildings. New factories 
are springing up almost everywhere. 

Retail stores are improving their 
trade. 

Last Christmas was one of the bright- 
est for many years, and business is 
steadily going up. 

Mr. Block talked with two of the 
large department store owners in 
London. They explained that the 
Government has not tried to tell 
them how to run their business. “The 
British Government has faith in our 
honesty and patriotism,” one of these 
men stated, “and I know this confi- 
dence has helped our growth.” 

But here is the most striking state- 
ment of all (pardon the pun) :— 


“While the United States is going 
through a period of strikes, there has 
been industrial peace in Britain. The 
number of days lost through industrial 
disputes in 1933 was the smallest re- 
corded in any year since the war. 

“The theatres and movies are doing 
well. The attendance at the great Eng- 
lish races has been a record.” 


How were these things accomplish- 
ed? One reason given by Mr. Block 
was that the British government dras- 
tically reduced govérnmental expen- 
ditures. Three groups joined in the 
last government—Conservatives, Na- 
tional Liberals and National Labor 
—and formed the national govern- 
ment. Instead of fighting among 
themselves, they all united to work 
for the benefit of the government. 
They at once took drastic measures 
to cut down expenses of the govern- 
ment, including a reduction in the 
amount paid to the unemployed. 

Since January, 1933, over 922,000 
more workers have found employ- 
ment. 

Mr. Block’s article is too long to 
quote in full, but is well worth read- 
ing. In the United States our gov- 
ernment seems to be doing almost 
everything directly opposite to the 
methods adopted by the national 
government party in England. It 
would certainly be a curious situa- 
tion if England pulls herself out of 
the depression by one method while 
the United States pulls herself out 
by a directly opposite method. One 
country by drastic economy—the 
other country by enormous expendi- 
tures. One country by reducing tax- 
ation—the other country by increas- 
ing taxation. One country by indus- 
trial peace—the other by industrial 
warfare. One country by the political 
parties merging—the other country 
by developing new political parties 
to battle with each other. 


* * * 


Here is a good depression story. 

On the Pacific coast in a certain 
harbor, a fish cannery had its fac- 
tory right on the shore. The discard- 
ed parts of the fish were thrown into 
the ocean. The harbor had always 
been filled with sea gulls, as there 
were many fish in the water. How- 
ever, because of the cannery, the sea 
gulls had no difficulty in getting’ as 
much food as they could eat, with 
very little trouble. They didn’t have 
to do any fishing themselves. 

However, the cannery decided not 
to do any more canning on the shore. 
They built ships and did their 


canning far out at sea where the fish 
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were caught. And there were no more 
easy pickings for the sea gulls. But 
because of their easy living for so 
long, they had forgotten how to 
work to catch the fish they needed 
to live on. They weren’t quick 
enough, and they had lost their de- 
work. So most of them 
starved to death, and now this har- 
bor that used to be filled with sea 
gulls, has practically none. 


sire to 


* * * 


Here in New York there is a Sales 
Executives Club that has a luncheon 
meeting every Thursday. Different 
noted sales managers speak at these 
luncheons. The other day we heard 
Joseph P. Day, the real estate auc- 
tioneer, tell of some of his interest- 
ing experiences. Mr. Day has prob- 
ably sold more real estate than any 
other one man in the world. He 
stated at the end of his address that 
he had done fairly well, and that he 
was entirely satisfied with the capi- 
talistic system of government. 

Another day Jacob W. Greenberg 
spoke about the selling of books. 
Here are some of his remarks: 

“You’ve got to be crazy to sell books. 
Selling books is the most illogical thing 
I know of. Everything is upside down 
in the business. You can’t figure on 
who'll buy a book like you can figure on 
who'll buy a hammer.” 


Mr. Greenberg has been in the 
business ten years, and claims he 
hasn’t learned a thing. “It’s a busi- 
ness you can’t learn,” says he. 
“Why,” inquired Mr. Greenberg. 
“was a red-hot book on sex a flop, 
while Mabel Claire’s ‘Modern Cook- 
book’ sold 250,000 copies in four 
months?” 

Before Mr. Greenberg spoke, the 
toastmaster suggested that all mem- 
bers present supply themselves with 
a needle and thread, in case they 
popped a vital button laughing, as 
Mr. Greenberg was a humorist as 
well as a book publisher. 

At another meeting Frank Love- 
joy, sales manager for Socony, re- 
marked: “Most of us are so damned 
close to. our own businesses that we 
can’t get a perspective. We forget 
that markets are constantly chang: 
ing. Decline in population and fall- 
ing birth rates hold little interest 
for the average sales manager. But 
when you're in a business as big as 
Socony you’ve got to plan five years 
ahead. The policies you're using to- 
day will be no good five years from 
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now—not because they’re not good 
policies, but because conditions are 
changing.” Decrying the habit of 
some business men to blame poor 
sales on NRA and economic condi- 
tions, Mr. Lovejoy declared that 
NRA can’t improve your business if 
you can’t. “Whenever a business is 
failing | know one of three things 
is happening,” he added. “(1) The 
sales manager is asleep at the switch, 
(2) He is trying to cover too much 
territory, (3) Competitors are sell- 
ing better goods. NRA can never 
save the sales manager on any of 
these points. It’s entirely up to him.” 
Mr. Lovejoy also stated that where 
Socony used to have 80 per cent of 
the metropolitan gas and oil busi- 
ness, it now has 31 per cent, and to 
raise this percentage as little as 5 
per cent would cost hundreds of mil- 
lions of dollars. 

“Sales managers, to be successful 
these days, must remember that they 
are dealing with people,” concluded 
Mr. Lovejoy. “If you want to make 
consumers your friends, you’ve got 
to have intelligent salesmen. There’s 
a difference between brains and in- 
telligence. Intelligence is the facility 
with which you use your brains. The 
trouble with most sales managers 
in picking salesmen is that they don’t 
look for the spark of intelligence. 
Trying to teach a salesman what to 


say and do is a waste of time.” 
% * * 


“Regardless of the Chicago Fair, 
Niagara Falls is still the most popu- 
lar place.” 

* * * 

“You never know who your cus- 
tomer is. So don’t judge by appear- 
ances. Never undersell and never 
oversell.” 

* * * 

“There is no sex appeal in the old 
style hardware store. Hardware mer- 
chants should take a hint from de- 
partment stores, which have made a 
more thorough-going study of con- 
sumer psychology and reactions than 
any other business in the United 
States, bar none.” 

* * * 

“What with the invention of a 
spark-plug that enables automobile 
motors to burn oil, maybe we won't 
be selling gas five years from now.” 

* * * 

Another day, Sales Manager 
Wheeler said: “Last week I bought 
some cigars in a chain store down 





the street. The sales clerk said: ‘How 
about a pipe, sir, only $1?’ I told 
him I was not interested. The clerk 
tapped the counter nervously with 
the pipe upon my refusal, when a 
man came up and said: ‘Say, is that 
pipe unbreakable?’ ‘It sure is,’ said 
the clerk, coming to sudden life. 
‘Why, I’ve been tapping it on the 
counter all day.’ By accident the 
clerk had hit upon a real tested sell- 
ing sentence. He sold so many pipes 
that week using the sentence that he 
was placed in the advertising depart- 
ment of this national chain of 
stores.” 

“Hidden in every spool of thread 
or row of safety pins are reasons 
why people will buy,” continued Mr. 
Wheeler. “The problem is to find the 
strong selling points that really 
click—to place in the mouths of $15- 
a-week sales clerks the words a $50,- 
000-a-year sales executive would use 
were he behind the counters selling 
your merchandise.” 

After years of research in 200 
lines of industry, Mr. Wheeler and 
his Tested Selling Institute collected 
100,000 selling sentences that had 
made sale after sale over a period of 
four years. Here are some samples: 

“Have you ever used a Scientific 
toothbrush?” broke all sales records 
in four New York department stores. 

“Tt won’t rub off!” boosted white- 
shoe-polish sales 300 per cent in a 
large Washington, D. C., department 
store. Now the manufacturer uses it 
as his only attention getter. 

Out of 3976 customers of a local 
drug store chain, 1606 bought the 
10c. size drink when the fountain 
clerks asked “A large one?” instead 
of the usual “Large or Small One?” 
And 2 out of 10 customers purchased 
a well-known toothpaste when the 
clerks opened with “It is made espe- 
cially for people who smoke.” 


* * * 


Here is a real pointer for people 
who are selling office space in build- 
ings. In New York a large number 
of new buildings have been erected. 
There is keen competition in the sale 
of space. I have a report on my desk 
from a man who made a study of 
the sales methods of all of these 
large buildings. For instance, Rocke- 
feller Center, Empire State Building, 
Chrysler, the Squibb Building, etc. 
This report is very voluminous, and 
covers many selling points. One of 

(Continued on page 58) 
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Model Farm Buildings Increase Tool Sales 
For Bunting Hardware Co. 


HOMAS B. WITT, of the Bunt- 
[ine Hardware Co., Kansas City, 
Mo., has on exhibition in the 
store a remarkably complete and 
accurate scale model of a farm plant. 
Approximately six months were oc- 
cupied in its construction and a 
glance over the details of the various 
buildings will give the best descrip- 
tion and indicate the precision of the 
tools required to produce it. The in- 
terest in this model has been a great 
stimulus to the tool volume of the 
store. Power-driven tools are char- 
acterized by a member of the firm as 
being a lifesaver to the tool depart- 
ment. 
Following is a description of the 
various buildings as compiled by 


their producer, Mr. Witt: 


Description of the 


“Model Farm’’ 


The miniature farm is complete in 
every detail. It consists of house, 
barn, henhouse, hoghouse, yarage, 
well frame, mailbox, porch swing, 
toilet, 2814-ft. board fence and 25 ft. 
of picket fence; with three picket 
gates and one slat gate. The build- 
ings and fences are all painted white, 
and the buildings roofed with 
shingles, stained green. It took 4080 
shingles to cover all of the buildings. 

(1) House—28 in. x 30 in., with 
8-in. x 28-in. front porch, 6-in. x 
8-in. back porch, five rooms and 
bath; all finished inside with doors 
and trims made on the molding cut- 
ter on the saw table and drill press. 
Kitchen has built-in cabinets across 
one end. House has 30 window 
sashes, all motised and_ rabbeted, 
with single-strength glass, and 
shades to each window. Back porch 
has removable screen frames, filled 
with copper wire, with molding 
made on drill press; also screen 
door. Electric lights in each room 
and on both porches. Bedrooms are 
finished in rose and ivory and blue 
and ivory. Living room and dining 
room in light tan. Woodwork and 
floors all varnished light oak. 
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The 1370 shingles and the siding 
for the house were all made on the 
circular saw. 

(2) Barn—30 in. x 32 in.—five 
double stalls with mangers and 
troughs; corn cribs, driveway, hay 
loft; hay fork, track, electric lights 
in loft and driveway. Stalls have 
double doors working on a track. 
Barn has drop siding which was 
made on the molding cutter on the 
saw table. It has a hip roof requir- 
ing 1803 shingles to cover. 


(3) Henhouse—10 in. x 24 in. 
Three compartments equipped with 
roosts and nests. Two windows in 
each compartment; door at each 
end; boxed in with weather board- 


ing and has 359 shingles. 
(4) Hoghouse—8 in. x 20 in. Has 


four beds with pens in front; boxed 
in with weather boarding and has 
22% shingles. 

(5) Garage—10 in. x 14 in. Win- 
dow on each side; double doors with 
windows; boxed in with weather 
boarding and has 249 shingles. 

(6) Well Frame—3'% in. x 3144 
in., equipped with pulley, rope and 
buckets. 


(7) Mailbox—-2 in. x 1] in. x 1144 
in., galvanized iron, with door in 


front and flap on side. 

(8) Porch Swing—2 in. x 5 in., 
equipped with chain and_ hooks, 
painted red, trimmed in black. 


(9) Toilet—4 in. x 6 in., fully 
equipped, boxed in with weather 
boarding and has 71 shingles. 

(10) —Fence—291% ft. of board 
fence and 23 ft. of picket fence. Both 
fences are 4 in. high. 


(11) Farm wagon and team— 
These were also made with Delta 
tools, prior to 1933. 

The interest in homeworkshops is 
increasing rapidly,. creating an en- 
tirely new market for quality tools, 
both hand and power. Several hard- 
ware stores which have been success- 
ful in building this new tool volume 
make exhibitions of homeworkshop 
products a regular event. Such a 
display as the Bunting model farm 
will inspire anyone who has the 
slightest interest in craftsmanship to 
purchase tools. Once introduced to 
this hobby, the customer becomes a 
profitable asset to the store, because 
his desire for more and better tools 
and machinery has been stimulated. 
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APID strides in the advance- 
R ment of playground ball 
throughout the country have 
brought increasing demands for a 
new type of baseball equipment. 
Playground ball, sometimes known 
as soft ball, has taken a firm hold 
nationally, and according to author- 
ities, the game is still in infancy and 
there will be twice as many organ- 
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Coming to the 
Fore 











ized teams playing next season as 
are already organized. 

Sale of equipment in Kansas City 
during the past two years has been 
tremendous due to the extensive or- 
ganization built up by the board of 
education. In an effort to provide 
popular recreation for working peo- 
ple, 180 teams were organized this 
year embracing more than 30,000 








players. As a result, merchants han- 
dling this type of equipment have 
turned what was heretofore a dead 
item into a leading moneymaker. 

In Emporia, Kan., the Haynes 
Hardware, and the McCarthy Hard- 
ware report an increase of more than 
200 per cent over last year, the first 
year the game was taken up serious- 
ly. The recreation department in Em- 
poria also has taken a hand in or- 
ganizing the teams. They now have a 
large group playing mostly in the 
evenings under lights. The South- 
western Hardware at: Liberal, Kan., 
also reports a similar organization 
being developed, and a resulting in- 
crease in business. 

Playground ball is played much 
the same as baseball, but is more 
widely played since it is not so ex- 
pensive and parks suitable for play- 
ing are more plentiful. A small dia- 
mond, usually a 45 or 50 foot one, 
is used. The catcher and first base- 
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men wear specially designed mitts, 
all other players playing without 
gloves. A large soft ball is used and 
is delivered by the pitcher with an 
underhanded toss. Balls range from 
9 to 14 in. in circumference, the 12- 
in. ball beiftg most widely used. Bats 
may not exceed 34 in. in length and 
2 in. in diameter, but may be any 
weight the batter desires. The uni- 
form, as adopted by the National 
Soft Ball Association, Chicago, con- 
sists of a baseballecap, jersey, duck 
trousers, and tennis shoes. 

The department of recreation of 
the Kansas City Board of Education 
began its soft ball campaign in 1932. 
That first year there were 34 teams 
in the field all playing under the 
banner of Sunday Schools. The fol- 
lowing year, the department increas- 
ed its scope and took in several in- 
dependent teams. Seventy-one teams 
were organized, while many other 
unofficial teams took up the game, 
but were not under the direct super- 
vision of the recreation department. 
This year there are 180 teams or- 


This girl ball player can “sock” them. Team uniforms here are white duck 
trousers and jerseys. 


ganized into 26 leagues which in- 
clude Sunday school, industrial, em- 
ployee, and independent teams. A 


The National Firearms Act 


Does not curb legitimate traffic of sporting arms but does require regis- 
trations of sales on sawed-off shotguns, submachine guns, efc., in 


effort to halt crimes of violence. 


by L. W. MOFFETT 


Washington Representative of HARDWARE AGE. 


NE important phase of the De- 
() partment of Justice’s 12-point 
program of criminal legisla- 
tion, the National Firearms Act, be- 
came effective July 26 in its general 
Rules and regulations 
governing the law have been pre- 
pared by the Bureau of Internal 
Revenue, the administrative body, 
and will be promulgated soon. Reg- 
istration of the affected firearms will 
be required 60 days after July 26. 
The law is intended as a drive 
against gangsters and other hood- 
lums whose nation-wide depreda- 
tions of murders, kidnappings and 
robberies have shocked the country. 
Thanks to the intelligence, integrity, 
and dogged determination of agents 
of the Department of Justice, these 
outlaws are finding that their world 
of crime is a dangerous one in which 
to live, as was happily demonstrated 
with the timely end of John Dillinger 
and others of his ilk. The new law 
is designed to intensify the drive 


provisions. 
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against gangsters and to draw the 
arm of justice more tightly around 
them. This it is hoped to do by 
keeping their favorite weapons out of 
their hands. 

It cannot be said too emphatically 
that the new law is not intended to 
and does not regulate ordinary hunt- 
ing weapons. It will interfere in no 
way with legitimate trade in ordinary 
shotguns and rifles such as are used 
by sportsmen. It does not apply to 
revolvers and pistols. The law ap- 
plies only to rifles and shotguns 
having barrels of less than 18-in., 
and to submachine guns and silen- 
cers of all kinds. The sawed-off shot- 
gun, the submachine gun and the si- 
lencer, no matter for what weapon 
the latter may be intended, will come 
under the close scrutiny of Uncle 
Sam. Some States now make it a 
misdemeanor to use silencers. 

There are three outstanding things 
the new law does: 

First: Levies an occupational tax 


small entry fee is charged each team. 
This money is used to buy equipment 
and prizes to stimulate interest. 


on every manufacturer and importer 
of, dealer in and pawnbroker han- 
dling the firearms affected. The an- 
nual taxes are $500 each for manu- 
facturers and importers, $300 for 
pawnbrokers and $200 for dealers. 

Second: Calls for a transfer tax of 
$200 against the transferor for every 
weapon sold and the purchaser has 
to comply with certain regulations 
of the Bureau of Internal Revenue, 
such as fingerprinting and _photo- 
graphing of the buyer. The same pro- 
cedure applies to subsequent trans- 
fers. 

Third: Manufacturers are required 
to identify the firearms with some 
mark of identification approved by 
the Bureau. It is ntade a criminal of- 
fense to alter the identification 
marks. 

All the affected firearms must be 
registered 60 days from July 26. 
While of course gangsters will ignore 
this and other regulations just as they 
disregard all laws, this registration 
plan will give the Bureau of In- 
ternal Revenue a closer check on the 
firearms which are in existence over 
and above those now in the hands 
of gangsters. Most of the latter fire- 
arms now in illegal hands are those 
which were purchased before there 
were restrictions against their sale as 
shown by those recovered. 














Begin this Practical Course 
in Show Card Writing Today 


Hardware Age presents a revised series of 


lessons for the production of high grade work 
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Exercise No. 1. Hardware Age Show Card Course 


HOW windows and store dis- 
S plays are the first line of at- 
traction for the modern retail 
store, whether it be a hardware store 
or any other. But such displays are 
something less than 100 per cent 
efficient if they lack the proper type 
of show cards or price tickets that 
give the necessary selling informa- 
tion. Realizing the need and ac- 
knowledging the ability of many 
hardware men to produce good show 
cards and price tickets, if given 
proper instruction, HARDWARE AGE 
begins, with this issue, a series of 
lessons in lettering for show card 
purposes. 
The object of this series of les- 
sons is, of course, to help the hard- 
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ware salesman write plain, legible 
show cards without being compelled 
to follow intricate instructions. The 
beginner should take encouragement 
from the fact that his handiwork is 
not going to be scrutinized as if it 
were done by an expert; in other 
words, they are not offered for sale 
but were made to exploit the sale of 
merchandise. The beginner should 
not be discouraged if progress is 
slow, because each show card pro- 
duced is practice toward a better 
one. The writer knows several ex- 
cellent show card writers who 
learned how to write cards by buy- 
ing a practical outfit and practising 
at home of an evening. 


The beginner will do well, first of 





al, to provide himself with a cheap 
table, such as a kitchen table, that 
will serve as a permanent and ever 
ready place to work. With such a 
table, materials may be left ready 
for use when the student has a few 
moments to sit down and_ work, 
whereas if he must get out his ma- 
terials and put them away each time 
he is apt to procrastinate. This is 
an important point about study and 
should be considered by the begin- 
ner at show card writing. 

The beginner at show card writing 
is fortunate in that he will require 
but few tools to start with; an entire 
outfit of brushes, pens and ink should 
cost around five dollars. 

The writer suggests the following: 
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Four genuine red sable brushes 
(specify for showcard writing), Nos. 
5, 10, 12 and 14; one set of Speed 
Ball lettering pens; four two-ounce 
jars of show card water-color ink— 
white, black, red, blue; one small 
piece of art gum for erasing pencil 
lines; one yardstick, or foot rule. 

If you can, procure an old filing 
cabinet and keep clippings, in fold- 
ers, that will provide you with ideas 
for show card layout-and design. To- 
day the mails are full of advertising 
pieces that offer suggestions that may 
be adapted to your use. Even the 
ads in the various magazines are 
“works of art,” having been designed 
and carefully laid out by experienced 
and expensive men, who have studied 
the science of compelling attention. 
Every one of these men strives to 
sell the product offered and their 
ways of attracting the attention of 
the prospective customer may be 
used to advantage if you have the 
ability to recognize them. 

A beginner should never attempt 
to letter a show card of any kind 
without first ruling off all guide. lines 
with a hard lead pencil. Two lines 
are necessary for the capital letters 
and four lines for the lower-case let- 
ters (see illustration on alphabet 
plate). 

There is no definite rule for the 
space allotment between letters and 
words—this is all gaged by approxi- 
mates. Study and practice will 
school the beginner’s eye until he 
will unconsciously learn to space 
correctly. The letters A K M W 
X Y will naturally occupy more 
space than the letters E F H I J 
and L and the space between words 
would naturally be governed to a 
great extent by the amount of copy 
to go on the show card. 

The Roman and the Egyptian al- 
phabets are the two standard alpha- 
bets for show card writing. All other 
types and designs are extractions of 
these two orthodox alphabets. 

The Roman alphabet is the founda- 
tion for the following designs of 
“thick and thin stroke” alphabets: 
Spencerian Script, Italic, French Ro- 
man, Old English, German Text, 
Mongrel Roman and all type faces 
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A Recipe For Making a Good 
Show Card Black 


A sign writer in one of the largest 
stores makes his own show card black, 
which dries a fine dull mat finish, in- 
stead of the shiny appearance of some 
show card inks. The home-made black 
has an added advantage, being inex- 
pensive. Here it is: 

Lamp black, about 10c. worth; gum 
shellac 10c., washing soda size of a 
large walnut (the washing soda cuts 
the shellac). Put the lamp black in a 
small tin (a half pound tobacco tin) 
about three parts filled with soft water 
and allow to cook. When warmed up 
a bit, add the washing soda and let all 
boil until the desired consistency is 
obtained. To find the proper consist- 
ency, make a full brush stroke on 
paper. If not full enough black, boil 
it down; if too thick, thin with water. 

This mixture makes a very inex- 
pensive and effective show card black 
and if kept covered to prevent evapo- 
ration it does not deteriorate, and is 
readily usable by adding a little water. 


where the strokes are composed of 
thick-and-thin bars. 

The Egyptian alphabet, which is 
sometimes called “Gothic” or 
“block,” is a heavy-face type with all 
strokes of equal width. 

There are two important methods 
the beginner should understand in 
learning show card writing. One is 
the outlining, or the formation of 
each letter of the alphabet in skele- 
ton effect. The other is forming 
each letter with a series of as few 
single solid strokes as possible. 

The beginner should first have a 
knowledge of the general formation 
or outline of a letter before he at- 
tempts the single-stroke method. Out- 
lining and filling-in is much better 
practice for the beginner than form- 
ing letters the single-stroke way, for 
in outlining the student has the op- 
portunity of rectifying or straighten- 
ing a crooked letter or stroke, or 
making an oval or semi-circle more 
perfect, whereas in single-stroke 
method each flat brush stroke must 
count as final. 

The single-stroke method of let- 
tering is the quickest for those who 
are proficient, but in many instances 
it is “more hurry less speed” until 
the beginner is more sure of himself 
and has the formation of each letter 
“down pat” so-to-speak. 

In this chapter we will take up 





the lettering of the Roman letters A 
to G, both capitals and lower case, 
by the outlining method. 

The idea of showing this alphabet 
in installments is to allow the be- 
ginner to concentrate and practice 
on not too many letters at one time, 
or to wander at random through the 
whole alphabet not knowing on what 
letters to concentrate. There are 
many letters in the alphabet whose 
basic parts are identical with a slight 
addition or extra stroke here or 
there. For instance, notice how few 
strokes are necessary to transform a 
capital F into an E or a C into a G. 
All outlined letters should first be 
roughly sketched out in pencil and 
afterwards retraced with a No. 4, 5 
or 6, Red Sable show card brush, and 
filled-in with a convenient size larger. 

Strange as it may seem, one’s hand- 
writing has absolutely nothing to do 
with learning the knack of lettering 
with the brush or pen. It is simply 
a matter of being able to draw 
straight, horizontal, oblique, perpen- 
dicular and circular strokes, and this 
today is a simple process in view of 
the fact that one is able to procure 
modern brushes which do not re- 
quire trimming or “breaking-in.” 
This opportunity was not within the 
reach of the beginner a few years 
back. In copying the lower-case let- 
ters shown herewith the reader will 
observe the four guide lines neces- 
sary to the correct formation. The 
letters a, c and e are formed within 
the center guide lines. The letters b, 
d and f extend above the top guide 
line, while the letter g extends above 
and below to first and fourth guide 
lines. 

The beginner’s attention is called 
particularly to the direction each ar- 
row points, and their number in ro- 
tation. The little round loop at the 
tail of each arrow denotes just where 
each stroke began, and the “cross 
mark” indicated where each stroke 
terminated. 

The filling-in process is accom- 
plished with a larger size brush of 
course and care must be exercised 
not to go outside the lines. It is a 
good idea to begin by filling in the 
widest part of letters. 
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May Surpass All-Time 
Stove Record 


Advertising, Range Circus, and Canvassing Build 
Volume for Metcalf, of Primghar, Iowa, as He Goes 
After Corn Money 


OE METCALF, hardware man 

at Primghar, Iowa, saw the 

corn-loan coming on as a boon 
to the hardware man who would 
work for his share of it. 

An expert in the stove line, with 
a reputation, Mr. Metcalf decided 
when the Government corn loans 
should begin to come into the com- 
munity, to feature stoves and ranges. 

With the aid of a manufacturer, 
he staged a “Range Circus” in his 
store on a Saturday in November 
and advertised the circus widely. He 
sent his circus circulars into eight 
counties—not covering everybody in 
those counties, of course, but reach- 
ing scattered persons in the various 
counties and covering the close-in 
counties rather intensively with cir- 
culars sent out on the rural mail 
routes. 

A “Stove Circus” was something 
new for the farmers to talk about. 
When the Saturday came _ they 
crowded the Metcalf store. At times 
there were 300 in the place, and 
more would have packed in had there 
been room. People came from eight 
counties. There were coffee and 
cookies for all (and this fact had 
been well advertised in the circu- 
lar). There were little favors for 
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the youngsters and the ladies. 
There was fun all day long, in a 
well-planned program. ‘The talking 
stove an especially good feature. 
The talking stove would talk, sing 
songs, and tell funny stories. This 
was accomplished by the simple ex- 
pedient of having a telephone in the 
back room connected by a wire with 
a loud speaker concealed in the 
stove. Mr. Metcalf and his helpers 
assisted the factory man at the tele- 
phone by giving him tips about what 
to make the stove say. 

“Come right up close, Mrs. 
Getschmann,” the stove would say to 
Mrs. Getschmann, standing near. 
“Come right up close and examine 
me. When you get a range like me 
in your kitchen, you will always be 
able to keep that husband of yours 
at home. He will never stay up 
town to a free lunch and beer again.” 

Wise cracks of this kind, directed 
personally at people in the crowd, 
and a talking stove actually speaking 
right out to people and calling them 
by name, were features so unique 
and so hilariously amusing that the 
crowd clung on and on, and gave 
the workers in the crowd plenty of 
time to make note of the men and 
women who showed special interest. 


Joe Metcalf, of Primghar, Iowa, 
in his salesroom, where he has 
had unusual success in stove 
sales. 





JOE METCALF 


With a stack of cards containing 
the names of farm range prospects, 
Mr. Metcalf again engaged the ser- 
vices of a local man to canvass for 
him. For two years conditions had 
been bad, but the canvasser is back 
on the job to follow up the leads 
obtained during the range circus. 

In the next four months, with per- 
sistent canvassing, the Joe Metcalf 
Hardware store had sold 21 ranges, 
mostly to farmers who had obtained 
corn loans; and the prospect list was 
growing daily instead of diminish- 
ing. 

“Tt looks now,” said Mr. Metcalf, 
“as though we might this year sur- 
pass our all-time high record in 
range sales. In 1930 we sold 40 
ranges out of this store, and since 
we have already sold 21 in this short 
time, I confidently expect we will 
sell more than 40 in the 12-month 
period. 

“The hog-reduction bonus is com- 
ing along, and the farmers are sure 
of this as they were of the corn loans. 
While the corn was mortgaged in a 
great many instances, there is no 
mortgage against this bonus farmers 
are to receive for reducing their hog 
crop. That is an outstanding fact 
about this coming hog-bonus—there 
is no mortgage against it and can 
be none. We have been watching 
that situation, and of late we have al- 
ready been selling ranges to farmers 
on the strength of the coming hog 
bonus. We take a substantial down 
payment, and take a note for the 

(Continued on page 74) 
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When the Leaves Commence to Turn 


By GILBERT L. LACHER 


\ ] HEN the languorous days of summer 
pass, when the leaves commence to 
turn, when a pinch of frost is in the 
air and one’s thoughts return to work, then’s 
the time that business takes on a rosier hue. 
We call it a seasonal upturn, envisioning 
the movement of crops and winter fuel and 
all the other activities peculiar to autumn, 
but to an extent the change is psycho- 
logical. 

There is a new zest for application after 
summer week-end and vacation diversions; 
there is a renewed feeling of vigor and am- 
bition under the stimulus of bracing autumn 
temperatures. And it is upon this customary 
seasonal change in attitude, rather than 
upon any convincing indications of business 
improvement, that expectations of an upturn 
must be based. 

The business world is glum, doubtless 
too gloomy. Yet it would be surprising if 
confidence had remained undisturbed in 
the face of the bewildering complications 
that are enmeshing the political and eco- 
nomic world. 

At a time when strong hands at the reins 
would reassure a perturbed country, the 
shadow of coming elections hangs over the 
White House and political expediency takes 
precedence over problems of administration. 
Dissension crops out in the NRA. Secretary 
Morgenthau startles the investing public by 
suggesting the use of the $2,800,000,000 
of magic money created by dollar devalu- 
ation for the reduction of Government in- 
debtedness. The textile unions call a strike 
in the face of an NRA report that their 
demands are unwarranted. Steel produc- 
tion declines to the lowest level since April, 
1933, and steel company salaries are re- 
duced 10 per cent. 

Nevertheless it is well to keep one’s sense 
of proportion. At least in part, the sharp 
drop in industrial activity during the sum- 
mer was a reaction from excessive stocking 


earlier in the year. And it is reasonable 
to expect the final absorption of inventories 
and an ultimate revival of buying. It has 
happened before and should happen again. 
Wide alternations in business activity are 
nothing new. They have been characteristic 
of the recovery movement since its incep- 
tion. Code-stimulated price rises and infla- 
tion fears have both played their part in 
creating these broad swings. 

These artificial factors, however, make it 
difficult to forecast the extent of the next 
business upturn. And there is another 
element, a new one, which increases the 
uncertainty. That is the accumulating evi- 
dence, in some industries at least, that costs 
have risen faster than public purchasing 
power, thereby reducing consumption. This 
appears to be the case in the steel industry 
and is most certainly true of the textile 
industry. 

The textile unions propose to offset the 
shrinkage in employment resulting from 
reduced demand by further cuts in hours 
and additional advances in wage rates. This 
formula, if adhered to every time business 
declined, would finally reduce the working 
week to nil without loss of pay—reductio 
ad absurdum. 

Failure of the textile strike would clear 
the atmosphere by demonstrating that there 
are definite economic limits to the principle 
of reducing hours and raising wages. Be- 
sides the virtual impossibility of lifting 
buying power at an even rate in all parts 
of our business complex, there remains the 
fact that greater income does not necessarily 
result in greater expenditures. Some of it 
may be used to pay debts and much of it 
may go into savings accounts. 

It was for the purpose of encouraging 
greater spending on the part of the public 
that the modernization program of the 


(Continued on page 74) 
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How We Get the Public to| C 





These photographs show 
different views of the J. T. 
McCullough hardware store 
in Kittanning, Pa., where 
the author of this article 
takes charge of the display 
work. Upper left, circle 
and lower photos are 
glimpses of the interior. 
The two window photos 
show the high type of dis- 
play used by this hardware 
store. The portrait at the 
left is that of Mr. J. T. 
McCullough, a prominent 
figure at hardware conven- 
tions. 
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ERCHANDISING is largely 
a matter of ideas. If ideas 


move merchandise at a 
profit, they are good ones, but mer- 
chandise that is bought with a view 
to its promotion value is a great help 
to the merchandise manager in dis- 
posing of all the regular lines he 
has to display. Assuming that you 
have this new and appealing mer- 
chandise to work with, your next 
problem is to get the customers into 
your store to see it and buy. 

Here are six points to keep in 
mind when you come to the problem 
of getting your public up to your dis- 
play tables: 

Good window displays, well built 
up and every item carrying a talking 
price ticket. (Not merely laying mer- 
chandise on the floor of the win- 
dow.) 

The same for interior displays 
(including constant changing). 

Promotion of some sort of sales 
item at least weekly. 

Store-wide sales occasionally. 

Well planned and well executed 
advertising. 

Plenty of time and effort on every 
job undertaken. , 

In choosing our specials, we take 
care to use items that have little or 
no sales resistance and then word 
our ads to create a desire to buy. For 
instance, we bought some bungalow 
curtain stretchers this spring. We 
used the following description in our 


ad: 


“Curtain Stretchers, made of 
well seasoned wood, cadmium 
plated bolts, rustless pins 1 in. 
apart. Extra sturdy $0.00 


A cut of the exact item illustrated 
this description. We sold 54 of those 
stretchers in one day. Such items 
create store traffic. Once we get our 
customers into the store we usually 
are able to make the advertisement 
productive by selling other items as 
well. Even unrelated items may be 
so attractively arranged that many 
extra sales are made as an indirect 
result of the item featured in the ad. 
These specials need not be “cut 
price” items. Seasonability and a de- 
scription of the qualities of the item 
are strong magnets to a desire for 
ownership. Every item worth adver- 
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By JOSEPH FABIAN 


Merchandise Man for 
J. T. McCullough, Kittanning, Pa. 


tising has many sales points that 
should be brought out. 


Window Displays 
There is no factor in a sales pro- 


motion job more important than win- 
dow display. No trouble is too great 





JOSEPH FABIAN 


in planning or executing a window 
trim. We plan ours ahead of time 
and many a Sunday is spent in win- 
dow shopping. These window shop- 
ping trips are frequently productive 
of worth while ideas, either suggest- 
ed by the other fellow’s work (or 
what he might have done). Trade 
magazines have proven a great aid 
to our window trimming work. 


Windows Are Varied 


We do not stick to any one type of 
window trim exclusively. For sales 
events our displays feature a variety 
of items, each item carrying a strong 
price ticket, whereas when one par- 
ticular item is being featured, we use 
a mass display of that item and one 
large sign. We recently used this 
type display on a purchase of milk 
pails. The sign read: 

“Sanitary soldered Milk Pails. 
12 qt., 4 for. avs os oe 
The display is credited with the 

quick disposal of the entire lot. 
Another type of display which has 


| Our Open Display Tables 





its place in our store is the neat ap- 
pearing window, using only a small 
amount of merchandise and most of 
the attention centered upon a back- 
ground setting. Even here we do not 
forget the price tickets. 

In all our displays we see to it 
that all items are displayed and not 
used as mere fillers. That the back is 
higher than the front and that every- 
thing is clean and new looking. 

Open displays are used to good 
effect in the McCullough store. We 
get a better return from them than 
we would if we used them as some 
stores do—as storage bins for small 
staple items such as pipe fittings, 
screws, bolts, etc. Our method is to 
make our display tables sell mer- 
chandise by placing feature and pro- 
motion items upon them. We keep 
changing them frequently and if an 
item fails to move after being placed 
on various tables it is retired for a 
couple of weeks and then brought 
out and given another round of the 
tables. Such specials as hard water 
soap are spotted throughout the 
store and every sales person is in- 
structed to push them. Of course, be- 
sides keeping our tables clean and 
well arranged, we insist upon the 
spaces being kept well stocked. Noth- 
ing is more destructive to sales than 
empty or half empty bins on the 
tables. 

Seasonal merchandise is on dis- 
play long enough ahead of time to 
get the jump on the demand. On the 
ledges over our wall cases we dis- 
play large items and give these dis- 
plays as much attention as we do our 
windows. 

Taking care not to interfere with 
traffic in and out of the doorway, we 
make use of our vestibule for dis- 
plays of garden tools, machinery and 
hose. Shrubs also fit in as doorway 
displays. Here again the descriptive 
card and price ticket are used. 

Our advertising, window and in- 
terior displays are all tied in to- 
gether. Regular newspaper space is 
augmented by special direct mail cir- 
culars about four times a year, when 
we have store-wide sales. These cir- 
culars do the work admirably. 

The McCullough store never is al- 
lowed to be forgotten by its public. 
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U. S. Population Increase Slowing Up 


Rate of increase started to decline in 1924. Causes include: 


smaller average American family, immigration curtailment 
and spread of birth-control information, says Kiplinger 
Washington Letter analyzing long range effect on National 


business and living standards. 


By W. H. KIPLINGER* 


The Kiplinger Washington Agency 


*Reprinted by permission from Kiplinger special letter of July 21, 1934. 


ERE’S the one big central 
fact: Formerly population 
was growing rapidly (more 


customers every year), and all busi- 
ness was geared to this. Now it is 
growing less rapidly, and the rate 
is going down from year to year, and 
many businesses are out of joint 
largely on this account. Within 10- 
15 years our population will cease 
growing and become almost static, 
and businesses must adjust to this 
new state. 

To get the right impersonal per- 
spective, consider population as hu- 
man live stock, and consider that all 
business is conducted to supply the 
needs of the human live stock, di- 
rectly or indirectly. 

Population growth in the past: Up 
to approximately the World. War 
period, about 1,800,000 population 
was added annually in the U. S. 
Shortly after the war, around 1924, 
rate of increase began to decline. 
Now, in 1934, 10 years later, the 
annual increase is only 800,000. Pop- 
ulation is 126,000,000, not the 150,- 
000,000 anticipated 20 years ago. 

Population growth in the future: 
The rate of growth will continue to 
decline. Population will increase, but 
the increases from year to year will 
be progressively smaller. Some time 
between 1940 and 1950 (not far off), 
our population will cease to grow, 
will be stationary at some point 
about the 130,000,000 expected for 
1940. 

Reasons for slower growth, and 
for the expected end of growth: (a) 
Immigration curtailment by new na- 
tional policies, some 10 years ago. 
(b) Changing family standards by 
which children have come to be con- 
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sidered an economic liability rather 
than an economic asset, as in the old 
days, when children were productive 
earners on farms or in factories. 
Spread of birth control information 
is said by students of population to 
be result, not cause, of changing at- 
titude toward children. 

Current facts indicating later stop- 
page of population growth: At pres- 
ent each woman (on the average) 
gives birth to less than one future 
mother—less than enough to repro- 
duce the race and maintain it. Thus, 
10 to 15 years hence, total popula- 
tion in U. S. may begin to decline, 
unless meanwhile there is unantici- 
pated increase in birth rate. (In pop- 
ulation studies, females count most; 
males don’t count—much. ) 

Two important changes which go 
along with declining birth rate: (a) 
Quality of population declines, due 
to fact that birth rate has declined 
first and most among the more in- 
telligent classes. (b) Proportion of 
adults increases. In 1920, about 40 
per cent of people were under 20 
years, and 20 per cent over 45 years. 
Forty years hence, 30 per cent will 
be under 20, and 35 per cent will 
be over 45. 

Do not confuse shift of population 
with growth of population. The two 
influences are closely related, how- 
ever. 

Some of the long-range effects on 
business policies of population 
growth and shifts are suggested 
briefly in the following, with a mini- 
mum of involved explanations and 
fine points of exceptions: 

Staple commodities: Gradually 
slower growth of demand. 

Food: There will be less demand 


for staple foods, such as yield en- 
ergy, due both to the cessation of 
growth of population, and to the old- 
er average age of people, and to 
diminution of physical labor. There 
will be increase in demand for 
“fancy foods”—fruits, vegetables. 
Demand for milk will fall further 
because there will be fewer children. 

Goods used by the young: Demand 
will continue to fall. 

Goods used by the old: Increased 
demand for these. Also, tastes will 
become more conservative as aver- 
age age of population rises. 

Leisure: Progressively more leis- 
ure, of course. Businesses depending 
directly or indirectly on people's 
leisure or play will grow. 

The young and the aged will work 
less, mainly because neither is as ef- 
ficient in production as the middle- 
aged. The young, therefore, will be 
forced into longer periods of prep- 
aration—schooling or training of 
other sort. The aged will retire 
earlier and be supported in various 
ways, including old age pensions of 
one kind or another. 

The middle-aged, with the aid of 
power and machinery, will supply 
adequately the material needs of the 
entire population. 

Business management will become 
more conservative. The “booster” 
spirit will decline because there will 
be fewer young executives. 

Living standards: Growth of busi- 
ness in the past has come from both 
normal increase in population and 
improving living standards. Here- 
after business growth must depend 
more on higher living standards. 

(Continued on page 64) 





EDITOR’S NOTE:—Readers interested in 
an authentic, more detailed study of U. S. A. 
population trends will find useful the book 
“Population Trends in the United States” 
published by McGraw-Hill Book Co., New 
York City. Prepared by Warren 8S. Thomp- 
son and P. K. Whelpton, eminent social 
scientists who participated in President 
Hoover's social research during 1932. This 
book traces the growth of populatien in the 
U. 8.; its distribution; the origin of the 
pepulation; age position, sex position 
and racial affiliation. The entire work offered 
by this book gives the dispassionate facts of 
a year’s study and offers a veluable back- 
ground for future predietions on consumption 
ef all kinds of goods and services. 
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The New Duck Regulations 


UCK shooting in most of the 
D states for 10 or more weeks 

has been decreed by Presi- 
dent Roosevelt in the most volumin- 
ous waterfowl hunting regulations 
ever issued. The majority of the 
duck shooters are already marking 
up their calendars in the hope that 
they can suit their absences from of- 
fices and factories to take advantage 
of as many open dates as possible. 
But as J. N. Darling, the chief of 
the U. S. Biological Survey, says, 
“The future of duck hunting in North 
America depends largely upon the 
sportsmanship displayed by the hunt- 
ers this year.” 

The Migratory Bird Advisory 
Board, at its meeting in Washington 
on July 11 and 12, with the approval 
of the Biological Survey, decided to 
try some innovations this year. In- 
stead of telling the states that they 
might have one or two months of 
shooting, they gave the state game 
officials the right to select 30 shoot- 
ing days any time between Oct. 1 
and Jan. 15. 

This was done in the hope of re- 
ducing the drain on the duck breed- 
ing stock and at the same time to 
give the hunters throughout the coun- 
try more nearly equal hunting op- 
portunities. It was hoped also that 
by giving the states such a definite 
part in the selection of seasons that 
all of them, instead of only about 
half, would go the limit to help en- 
force the law and thereby stop a lot 
of the illegal wholesale, commercial 
slaughter that has made terrific in- 
roads into the duck supply in the 
past. 

While the Board believed that the 
adoption of this plan would elimin- 
ate the demands for zoning individ- 
ual states with widely varying cli- 
matic conditions, and that it would 
be recommended principally by At- 
lantic Coast States where the duck 
supply has held up exceptionally 
well, it appears that most of the 
states took the Board somewhat too 
literally. However, King Winter may 
clamp down on many of them in 
time to curtail their seasons, or heavy 
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By SETH GORDON 


President, American Game Association 


migrations may pass through on 
closed days. 

As was to be expected, local 
sportsmen urged their officials to 
recommend seasons which would 
give them maximum shooting privi- 
leges, and instead of the rest-day 
plan being confined principally to 
the Atlantic Coast 37 states asked 
for and were granted more weeks of 
shooting than they had last year, 
when the season was two months. 

The rest-day plan did one thing; 
namely, it overcame insistent de- 
mands for zoning. New York is the 
only state with two zones this year, 
Long Island being granted a later 
season than the balance of the state. 

Only two states, Nebraska and 
West Virginia, asked for a solid 
month of consecutive shooting; eight 
states, Arkansas, Iowa, Michigan, 
Minnesota, Mississippi, North Da- 
kota, Wisconsin and Wyoming, asked 
for 30 days of shooting spread over 
six weeks. All the rest asked for 30 
days of shooting spread over 10 or 
more weeks. 


10 Weeks Shooting 


The states which were granted 
more than 10 weeks were California, 
two days a week for 11 weeks; New 
Mexico, two days a week for 14 
weeks; and Arizona, Colorado, 
Idaho, Illinois and Nevada asked for 
two days a week for 15 weeks, the 
limit of spread permitted, because 
of extreme variations in climatic 
conditions. If zoning could have 
been allowed they would no doubt 
have recommended less weeks of 
shooting. New York is the only state 
zoned this year, where Long Island 
was given the same season as Dela- 
ware. 

Thursday, Friday, Saturday and 
Sunday are the most popular duck 
hunting days, according to the regu- 
lations. Every state included two or 
more of these days in its recom- 
mendations. Sunday. shooting is con- 
fined largely to the Middle West and 
the Far West. 

It was believed that large groups 
of contiguous states would get to- 


gether and agree upon the same 
shooting dates so that confusion on 
opposite sides of state lines would 
be eliminated. It now developes that 
there are only three such groups, one 
in the Great Lakes region, and two 
on the Atlantic Coast. In addition 
there are a number of two-state 
groups, such as Washington and Ore- 
gon; Montana and South Dakota; 
Arkansas and Mississippi; Indiana 
and Ohio; and New Hampshire and 
Vermont. 

While the rest-day plan is a 
radical departure from the position 
heretofore taken by the Advisory 
Board, it will be interesting to note 
whether it will work out as planned. 
If not, something else will have to 
be tried next year. 

It has been held by many that rest- 
days are a device to increase the 
kill of ducks and geese, and that 
while organized duck clubs have for 
many years adhered to rest-days of 
their own, and rarely shot more than 
two or three days a week, rest-days 
give the clubs an advantage over un- 
attached shooters. 

It has been argued also that rest- 
days would concentrate the shooting 
and result in a larger kill than a 
straight season of reasonable length 
which would allow the hunters to 
select shooting days to suit their con- 
venience. 

Another important innovation in 
the duck regulations for this year 
will be a new method for handling 
the feeding and baiting question. 
Last year the Advisory Board re- 
quested the Biological Survey to 
make a special study to ascertain 
whether feeding is desirable or not. 
This report indicated that in many 
areas feeding is absolutely necessary 
to the welfare of the ducks and geese, 
due to insufficient natural food, while 
elsewhere abuses have been prac- 
ticed, especially at commercial or 
daily-fee shooting stands. 

The Biological Survey was re- 
quested to issue permits wherever 
necessary or desirable, and the new 
regulations contain a provision pro- 
hibiting baiting of waterfowl except 
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under such permit from the Depart- 
ment of Agriculture. Permits will 
be issued without charge by the Chief 
of the Biological Survey. 

According to an official announce- 
ment, it is proposed to issue permits 
“only after investigation shows that 
baiting will effectively supplement 
natural food supplies that are de- 
ficient, or will serve to concentrate 
the birds under conditions conducive 
to safeguarding them from greater 
destruction. Issuance of permits will 
also be limited to cases in which it 
appears that baiting will result in 
more nearly equalizing hunting 
privileges in the various localities 
and sections of the United States. 

“The proposed regulation would 
prohibit the shooting of waterfowl 
on baited premises after 3 o’clock in 
the afternoon and would provide that 
no waterfowl be shot while resting 
on water or land or any premises 
where baiting is practiced. 

“Every permitee would be re- 
quired, under the regulation, to send 
to the Biological Survey Chief with- 
in one month after the close of the 
open season a report showing the 
following: The number of persons 
shooting on the baited premises dur- 
ing the open season; the species and 
the number of each species of water- 
fowl killed; the number of blinds; 
the bags per blind; the kinds of food 
used; and the intervals of feeding.” 

It is understood that this year per- 
mits will be issued for waterfowl 
feeding without delay for further in- 
vestigation on areas where condi- 
tions are already known to the Sur- 
vey; otherwise regional directions 
will make the necessary investiga- 
tions. Dove baiting is absolutely 
prohibited under the new regula- 
tions. 

At the meeting of the Advisory 
Board in July the Biological Survey 
presented the most complete infor- 
mation ever assembled on waterfowl 
breeding conditions. Special maps 
showing the breeding range of each 
species had been prepared, upon 
which had been superimposed the 
drought areas. Reports on breeding 
conditions as a whole were given as 
quite unfavorable, with the species 
which have the widest breeding 
range, such as the mallard, pintail 
and widgeon, holding up best. The 
black duck (an eastern breeder) was 
skewn to be least affected. Some re- 
ports indicated that black ducks are 
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actually increasing in their numbers. 

The Survey’s conclusions were 
that the far western flight of ducks is 
in the worst plight of all; the At- 
lantic Coast flight, except the diving 
ducks, is holding up exceptionally 
well; the Middle West flight only 
fairly well; and the diving ducks, 
especially redheads, canvasbacks, 
and lesser scaups (little bluebills), 
show a general scarcity. Investi- 
gators reported that on the whole 
good breeding grounds were only 
about 40 per cent occupied, which 
they held indicates an absolute neces- 
sity for conserving the duck supply 
until the Survey’s new refuge and 
breeding grounds program, and its 
new plans for law enforcement, can 
become effective. 


The daily bag-limit in the aggre- 
gate, as recommended by the Board, 
is continued at twelve, with a bag- 
limit of only five in the aggregate of 
canvasbacks, redheads, — bluebills, 
ringnecks, the three teals, shovelers, 
gadwalls and eider ducks, as against 
eight last year. The limit in posses- 
sion is two days’ bag. 

The bag on geese and brant was 
continued at four, the possession 
limit eight, with no brant shooting 
on the Atlantic Coast. 

Shooting this year, according to 
recommendations, will start at sun- 
rise instead of one-half hour before 
sunrise as in the past, and stop at 
sunset except on baited grounds. The 
noon opening hour on the first day 
was eliminated. 





Federal Duck Shooting Seasons 1934-35 


No. of 

States Shooting Days Season Weeks 
MRS Soassateasiaie (oe ee re Nov. 8-Jan. 12... 10 
[eee OS SE ee rr ...-Oct. 6-Jan. 13... 15 
[Sere Tues., Wed., Thurs., Fri., Sat......... Nov. 6-Dec. 15... 6 
ee WR te ood ied ci cre sime a adeane anoske Oct. 20-Dec. 30... 11 

Sere: 0 i, | ieee ere Oct. 1& 2 

I iia) sin coins, disc eiiayaleie.: 4d er) siete Oct. 6-Jan. 6... 15 
ee pe Seer rer er Oct. 18-Dec. 22... 10 
_ eae rrr errr re Oct. 25-Dec. 29... 10 

RE: Tee, Se, OE, Rs ic esc nciccccss Nov. 22-Jan. 11 Ty, 
| See acer Nov. 8-Jan. 12 10 
Oe I 68 sind bude cs ndiaw ainaicasiand Oct. 6-Jan. 13 15 
aa I oy x6 5:6) win Soaye ia. AeA H G8 Oct. 6-Jan. 13 15 
ee Bs PON 6ooion vk ects es ce wie Oct. 4-Dec. 8... 10 
roe Wea, Thurs. Pri. Sat. Sam... ......5% Oct. 10-Nov. 18... 6 
ere I, PS I oii and aisvso ec. o-scoereioers Oct. 11-Dee. 15 10 
ere errr rere Nov. 2-Jan. 6 10 
RS as oi ti cneci a oaten NR WI 6a.) 5:6 a. 6cerorw iach o.pidin am Nov. 2-Jan. 6 10 
Rr ne ON ee rar Oct. 4-Dec. 8. 10 
ae (Og er rr Nov. 8-Jan. 12... 10 
MINS 665-5 s:0s, om co ae errr Oct. 18-Dec. 22... 10 
ee Wee. Tears. Pri., Sat., San......... Oct. 3-Nov. 11... 6 
I i552 sid ateen Wed., Thurs., Fri., Sat., Sun.........Oct. 3-Nov. 11... 6 
eee Tues., Wed., Thurs., Fri., Sat......... Nov. 6-Dec. 15... 6 
ea eee , Sener Oct. 19-Dec. 23... 10 
rere a IN oie ca'5, 5.6 0,:0\ ar 5b 5.405 14,0 0 Oct. 5-Dec. 9... 10 

RN orise: deracarecd AR 5s: 5 iu: svi obra) Beds 0a Oe Oct. 16-Nov. 14...Month 

| ee a eer e....Oct. 1&2 

Sig a ahdsoudeoiss a 0eco)0\6 is 050i: Ga Oct. 6-Jan. 6... 15 
(err NE NS a ack 6 ost odo ome moan Oct. 5-Dec. 9... 10 
i i Serre Caer rrr Oct. 18-Dec. 22... 10 
i Sars ES iad iF as 50 Sk s én a Oct. 13-Jan. 13... 14 
i Aree <p I Hs, Wa 655.50 a. 06:5 os eh arnis .Oct. 4-Dec. 8... 10 

(except Long Is.) 
Sere i ig ES 6.9.0.0)5.60'55'0:0:0:650c008 Oct. 25-Dec. 29... 10 
| 2 Saar. Eg 5-85 i550: 6-0-2:8:0.69.0:0:0:50 Nov. 8-Jan. 12... 10 
(sree Wed., Thurs., Fri., Sat., Sun......... Oct. 3-Nov. 11... 6 
Peer OO rere eee Oct. 4-Dec. 8... 10 
er Pa, ee rere Oct. 20-Dec. 24... 10 
OS. cokosoeewee EE eee ere Oct. 19-Dec. 23... 10 
_ eae pI RS TID 6 55 0.6 5.50.0 0:6 osha a. oa Oct. 18-Dec. 22... 10 
EE paid iacneiom og MS RPS Nov. 2-Jan. 6... 10 
eee rere Nov. 8-Jan. 12... 10 
ME 5 I SE rere 08. S-Bee. 9... 1 
eee eS ee rere Nov. 8-Jan. 12... 10 
|) ee M8 OS RE ee ere Oct. 26-Dec. 30... 10 
Seer ee Se earn Oct. 12-Dec. 16... 10 
See a SO PTT eer eer errr Oct. 5-Dec. 9... 10 
aaa A ear ree Nov. 8-Jan. 12... 10 
eee NE IS. 5b. F 6s. o55 86 4.8:0:9:0- acpeces Oct. 19-Dec. 23... 10 

Fe: ree So edie Boxe ascibOSeinie ene ei Nov. 1-Nov. 30...Month 
eee . Wed., Thurs., Fri., Sat., Sun......... Oct. 3-Nov. 11... 6 
WIG. ccccessae WOE EEE, Pe, BOt., Sam... 26. Oct. 3-Nov. 11... 6 


The foregoing table gives the dates a 
1934. Compiled by the American Game A 
ington, D. C., from official maps and data. 


pproved by the President on Aug. 20, 
ssociation, Investment Building, Wash- 
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ADVANCES BECOMING EFFECIVE 


Steel and Brass Wood Glass Table Tumblers 

Screws Walco and Rigid 
House and Warchouse Wrenches 

rooms Several Miscellaneous 
Yale & Towne Night Lines 

Latches 


DECLINES BECOMING EFFECTIVE 
Leather and Leather Goods 
First Quality Nail and Ripping Hammers 
Stanley and Lufkin Rules 


(See report below for full particulars.) 


Mill prices on nails, wire and 
fencing have remained very steady 
since the April advances, which became 
fully effective on July 1. The appear- 
ance again of low mail order prices in 
mid-year catalogs had the effect of 
breaking down some jobbers’ quota- 
tions during August, on the few im- 
portant items affected, but these irregu- 
larities have now largely disappeared. 

* a * 

Bolt prices are firm, if judged 
by the attitude of the several larger 
producers, who are hewing to the line 
closely, at their last announced sche- 
dules. Prices by wholesalers are 
irregular, with cutting in localities 
affected by small mill competition, 
while in other major areas jobbers are 
obtaining their usual markup. Bolt 
and nut makers are complaining of 
very light demand. Orders are numer- 
ous and frequent, but quantities speci- 
fied by industrial and trade buyers are 
very conservative. 

* ” +. 

Steel and brass wood screw 
makers have issued new price sheets, 
effective Aug. 31, superseding sheets 
in effect since last December. The net 
result is an advance of ten per cent or 
more, for the extra discounts lately 
granted have been materially shortened, 
though the base or initial discounts 
have been increased by 714 “points.” 
The base prices now used are similar 
to those of June, 1933, starting with 45 
per cent on flat head bright screws. 

* * * 

In line with recent declines in 
hides, there has been a drop of about 
two cents per pound in leather, re- 
flected now in the prices of made-up 
leather goods. New quotations on har- 
ness, strap work and horse collars 
average five per cent lower, although 
other items, like bridles, are un- 
changed, where the labor costs over- 
shadow the savings in material. 

* * # 

American Sheet & Tin Plate 

Co. have advised their trade that orders 


4h 


September 
13th 
1934 


are now being accepted for fourth 
quarter shipment, at no change in 
prices, on sheet steel and on tin mill 
products. It is expected that other 
sellers of steel code lines, including 
wire products, will likewise extend cur- 
rent prices into the last quarter of 
1934. 
* * * 

Prices on many handled ham- 
mers have undergone sharp revision, 
effective Aug. 10 and later. For sev- 
eral months past, size 111% first qual- 
ity nail and ripping hammers have sold 
at $10 per dozen to the trade, whether 
in polished or in black finish. The new 
schedule reduces “hand-forged” first 
quality hammers to $8 per dozen, and 
polished or satin black finishes to 
$8.85 per dozen. First quality ball pein 
hammers, all sizes, are dropped an 
average of about 18 per cent. Semi- 
finished ball pein hammers have not 
been changed. Second quality nail and 
ripping hammers are unchanged, but 
the cheapest “service grade” forged 
nail hammer has been dropped 20 per 


e { Ww Han dwar f 


OW'S the 


cent. Previous schedules continue un- 
changed on hatchets, axes, adzes, broad 
axes, and on sledges and wedges. 


* * * 


The American Radiator Com- 
pany reports that, as a result of the 
government’s home repair and modern- 
ization program, the company expects 
to handle 3000 applications for modern 
radiator heating during September. 


* * *% 


Window glass prices continue at 
their unexpectedly low level. Most 
manufacturers agree that an advance 
must be put into effect if any profit is 
to be made. The window glass code is 
ready for signature, and a price in- 
crease is considered sure to take place 
shortly after the code goes into effect. 
With mills willing to allow protection 
against decline, wholesale buyers are 
generally filling up stocks. 


Sales of paint and allied prod- 
ucts continue very good—well ahead of 
last year. Retailers are now able to 
furnish paints of high quality at prices 
to compete with mail-order offerings, 
and the result has been to extend an 
unusual demand clear through the 
summer. To keep up their record of 
ups and downs, linseed oil declined 
three cents per gallon and turpentine 
declined two cents per gallon, on 
Aug. 31, following the advances last 
reported. 
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Increases in Wholesale Hardware STOCKS 
Over Corresponding Months of 1933 
(National Averages) 
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House brooms have advanced 
fifty cents per dozen, and warehouse 
brooms twenty-five cents per dozen. 
According to a government survey, the 
1934 crop of broom corn is about 50 
per cent short. The normal tonnage is 
from 45,000 to 50,000 tons per year. 
This year’s crop will run approximately 
26,200 tons, about equally divided be- 
tween Illinois and the West. In normal 
crop years the West raises three times 
as much broom corn as does Illinois, 
but Illinois corn is considered superior. 
Due to a 1933 shortage of 8000 tons on 
top of this year’s shortage, broom corn 
has advanced from a low of $60 per 
ton to $220 per ton in the field. Still 
higher prices for brooms are not un- 
likely. 


* * *% 


Effective Aug. 14, the Yale & 
Towne Mfg. Co. advanced their prices 
on night latches, averaging from five to 
ten per cent. While advances have not 
yet come from other manufacturers, 
it is expected that they will follow. 


* * * 


There will be a very short do- 
mestic flax crop this -year, estimated 
at 5,252,000 bushels, the smallest in 
thirty years or more. Out of this crop, 
farmers and seedmen must hold a 
larger proportion than usual for sow- 
ing next spring, the department of 
agriculture reports. If the usual acre- 
age, about 3,000,000 acres, is to be 
sown next spring, 2,000,000 bushels 
of flaxseed, or about two-fifths of the 
present crop, will be required. 


* + 


Among a number of lines ad- 
vanced recently by individual manu- 
facturers are noted apple and peach 
parers, by Reading Hardware Com- 
pany, affecting all numbers except No. 
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HARDWARE Business 


72; imported TUS sheep shears, about 
7\% per cent; window cleaners and floor 
scrapers by A. F. Dormeyer Mfg. Co.. 
ascribed to increased rubber costs; 
pitcher spout pumps, a slight percent- 
age, by Nelson Brothers Co.; and wash 
boards of a few specialty numbers by 
National Washboard Co. 


* * * 


Stanley Rule & Level Co. and 
Lufkin Rule Co. have made several 
sharp reductions on rules. No. 68 box- 
wood rules have been dropped about 
40 per cent, No. 27 maple rules about 
28 per cent. Nos. 86 and 96 folding 
rules about 20 per cent. 

* *% *% 

Walco and Rigid wrenches have 
advanced 10 per cent. These did not 
advance when Trimo wrenches were 
raised on April 25. 

* 8 & 

Glass table tumblers, which with 
other glassware have sold exceptionally 
well this year, have been advanced ap- 
proximately 5 per cent by all manufac- 
turers. effective Sept. 1. 

* * & 

The American Iron and Steel In- 
stitule estimated steel production for 
last week to be 18.4 per cent of capacity 
against 19.1 per cent in the previous 
week and 25.8 per cent a month ago. 
The rate is the lowest reported by the 
institute since the inauguration of its 
weekly statistics last fall and is also 
the minimum reported by any trade au- 
thority since the bank holiday in 
March, 1933. The steel industry an- 
ticipates an increase in business after 
Labor Day—though not large—and 
steady prices. Automobile production 
has declined; the August output was 
estimated at 15 per cent below July 
and about the same as in August, 1933. 

* * * 

Consumer demand for hardware 
showed sustained evidences of strength 
through August, in spite of adverse in- 
fluences. Some districts which had the 
severest setbacks from the drouth are 
leading in the latest statistical improve- 
ment. Minneapolis, for example, re- 
ports that retail store sales have risen 
a little, both in the cities and through- 
out the rural districts. 

* # # 

In the Southwest, retail trade is 
showing marked improvement, making 
the best record for six weeks at Kansas 
City. Wholesale trade also has shown 
fair gains. Check transactions and 
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bank clearings in that area have been 
sharply ahead of last year. Encourag- 
ing reports continue to come from the 
South, and particularly from Atlanta. 
Both retail and wholesale houses _re- 
ported increased buying demands, and 
sales generally were about 20 to 25 
per cent greater than in August a year 
ago. Early tobacco prices are twice 
those of 1933 and cotton and tobacco 
growers will make this year a_ better 
profit from smaller yields. 
* * * 

Strike troubles are severe and 
upsetting, but there is a feeling that 
the extent and importance of these are 
exaggerated. Labor in the affected 
centers and industries is by no means 
a unit in supporting the walkouts. Cot- 
ton manufacturers apparently are not 
worried over the textile strike. Mills 
have substantial inventories of finished 
goods, and many of them have been 
operating’ recently on a non-profitable 
basis. 

* * * 

Recent price changes in hard 
ware have been few, but buyers, both 
wholesale and retail, are cautious, and 
have been letting stocks run down 
while they play the game of “wait and 
see.” While the effect of this policy 
has been to discourage unnecessary 
markups, ordering against actual short- 
age is now becoming more urgent and 
more evident. Manufacturers in many 
lines have had a long wait for replace- 
ment buying to trickle down to them, 
but they will now certainly share to a 
greater extent in fall activities than 
they have in those of the summer. 
Manufacturers’ stocks are practically 
negligible, and there is much more 
than a threat of shortages and delayed 
shipments, if fall ordering is anything 
but moderate. 

(Continued on page 72) 
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NRA ISSUES FURTHER REGULATIONS REGARDING 
POSTING OF LABOR PROVISIONS OF CODES 


Requirements more 
than heretofore for the posting 
of labor provisions of codes of 
fair competition were announced 
Sept. 4, by 


covery Administration. 


the National 


In an Administrative Order 
(X-82) of Administrator Hugh 
S. Johnson, dated Sept. 1, the 
new regulations the 
posting of labor provisions are 


governing 


set forth as a substitute for 
Paragraph 1 of Administrative 


Order X-7, dated Feb. 20, 1934. 

The new requirements are that, 
in addition to labor provisions 
which employers heretofore had 
to post, they now must post also 
orders, interpretations, explana- 
tions or statements issued by the 
President or the Administrator 
as part of or in connection with 
such code provisions. 

This new order un- 
changed all provisions of Order 
X-7, except Paragraph 1. That 
new paragraph reads in full as 
follows: 


leaves 


“Every person shall, in the 
manner hereinafter _ provided, 
make application for and dis- 


play official copies of labor pro- 
visions for each Code to which 
he is subject or may hereafter 
be subject. Such official copies 
of labor provisions (hereinafter 
referred to as official copies) 
will contain (a) the provisions 
of the Code relating to hours of 
labor, rates of pay and other 
conditions of employment; such 
conditions, orders, interpreta- 
tions, explanations or statements 
issued by the President or the 
Administrator as part of or in 
connection with any order ap- 
proving such Code or any amend- 
ment thereto so far as they relate 
to such provisions of the Code; 
other interpretations, orders and 
explanations; all to such extent 
as NRA may in the case of each 
Code deem to be advisable to 
effectuate the purposes of these 
Rules and Regulations. 


detailed@ 


Re- | 
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WHITTAM MANAGES SALES 
FOR JOHN LUCAS & CO. 


Frank F. Whittam has been 


LUCAS COUNTY DEALERS | named general sales manager in 
| charge of all sales and advertis- 


HOLD BASKET PICNIC 

The twelfth annual picnic of 
the Lucas County Retail Hard- 
ware Club was recently held at 


| Heather Downs Golf Club, To- 


| since January, 


A sepa- | 


rate application shall be made | 


with respect to each code.” 
The C. A. Noyes Co., formerly 

located at 207 Main Street. 

Brockton, Mass., is now located 


| Falls, 


in the Majestic Bldg., 267 Main | 
| Brick Sons Corp. 


Street. 


48 


ledo. It was an old-fashioned 
basket picnic and was attended 


by 125 dealers, salesmen and 
their families. 
The usual ballgame between 


the wholesalers and the retailers 
ended in a decisive victory for 
the dealers with a score of 14-5. 


FIEL RETIRES AS SEC. 
OF NEW ENGLAND ASSN. 


George A. Fiel, for more than 
twenty years secretary of the 
New England Hardware Dealers 
Association, retired recently be- 
cause of poor health. Guy C. 
Small, who had been assistant 
secretary under Mr. Fiel, was 
made secretary pro tem. 





GEORGE A. FIEL 


Mr. Small has been connected 
officially with the association 
1927, when he 
was engaged as fieldman. 
years ago he was made assistant 
secretary arid during the past 


ing for John Lucas & Co., Phila- 
delphia, paint manufacturers. Mr. 
Whittam has been Philadelphia 





F. F. WHITTAM 


branch manager for the past six 
years. 

William M. Barr, formerly 
salesman at the Lucas company’s 
branch, and_ previously _ sales 
manager for the DeSoto Paint 
Co., has been appointed Phila- 
delphia branch sales manager 


| to succeed Mr. Whittam. 


year has handled most of the | 


work of the office, Mr. Fiel’s 
health having prevented activity. 


Mr. Small first entered the hard- | 
| Circle F Mfg. Co., Trenton, N. J., 


field in 1900 at Lisbon 
Me. 
other hardware firms. 
joining the association as field- 
man he was assistant to 


Brick, treasurer and buyer, Jos. 


ware 


Later he was with | 
Prior to | 


MERGE MADE-RITE AND 
WEINIG PRODUCTS CO. 


Ry F. Weinig, president and 


| general manager, Weinig Prod- 


ucts Co., Cleveland, Ohio, man- | 


| ufacturers of “America” electri- 


cal appliances, recently an- 


| nounced that the Made-Rite Ap- 
| pliance Corp., Sandusky, Ohio, 


manufacturers of electrical ap- 
pliances, has been merged with 
the Weinig organization. Execu- 
tive offices of the Weinig Made- 
Rite Co. have been consolidated 


Two | 3 1814 E. Fortieth St., Cleve- 


land, Ohio. 


HENNY MANAGES SALES 

FOR CIRCLE F MFG. CO. 
J. W. Henny has been ap- 
pointed sales manager of the 


manufacturers of electrical and 
porcelain specialties. He suc- 


| ceeded G. V. Weir, who is now 


Jos. | 


managing director of the Eastern 
Electrical Wholesalers’ Associa- 


| tion, Inc. 





NORVELL TO ADDRESS 
BOOSTER MEETING ON 
E. C. SIMMONS’ CAREER 


The career of the late E. C. 
Simmons, founder of Simmons 
Hardware Co., St. Louis, Mo., 
wholesale hardware distributors, 
will be the subject of an address 
by Saunders Norvell at the Sep- 
tember 29 meeting of the Hard- 
ware Boosters. The meeting will 


| be held, as usual, at the Hard- 


ware Club, Postal Telegraph 

Bldg., New York City. 

WROUGHT WASHER MFG. 
OPENS BRANCH OFFICE 


Wrought Washer Mfg. Co., 
Milwaukee, Wis., has announced 
the establishment of a branch 
office at Salt Lake City, Utah, 
under the supervision of W. H. 
Davidson of Hughson & Merton, 
western sales representative ot 
the company. The office, which 
has been opened to better serve 
the company’s customers in that 
part of the western territory, is 
located at 324 Atlast Bldg., 361% 
W. 2d St., South, Salt Lake City. 


BORG-WARNER ACQUIRES 
DETROIT VAPOR STOVE 


Howard E. Blood, first vice- 
president, Borg-Warner Corp. 
and president of its subsidiary, 
Norge Corp., has announced the 
acquisition of the Detroit Vapor 
Stove Co. The company will 
operate strictly as an indepen- 
dent Borg-Warner subsidiary 


| with no change in its manage- 





ment, organization or distribu- 
tion methods. 

The Detroit Vapor Stove Co. 
manufactures electric, oil and 


gas ranges. 


FOWLER & UNION CO. 

RECEIVERSHIP ENDS 
The equity receivership of The 
Fowler & Union Horse Nail Co., 
Buffalo, N. Y., was recently ter- 
minated after fifteen months in 


| charge of Carlos H. French and 


Frank W. Sherwood, receivers. 
According to the petition of the 
receivers all creditors’ claims 
were paid 100 per cent, all ex- 
penses of the receivership and 
all running expenses were paid. 

Mr. French has been elected 
vice-president and will continue 
as general manager of the com- 


pany. 
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Executive Changes, Meet- 
Current Events in 


the Hardware Trade 
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NEW YORK STATE ASSN. 


PLANS GROUP MEETINGS | 


John B. Foley, secretary, New 
York State Retail Hardware As- 
sociation, 510 Hills Bldg., Syra- 
cuse, N. Y., has announced a 


series of twenty group meetings 


to be held by the association 
starting Sept. 17 at Jamestown 
and ending Oct. 12 at Patchogue. 
H. Elton Pease, will talk on 
“Plus 


September meetings and Rivers 


Peterson, editor, Hardware Re- 
“Meeting 


tailer, will discuss 
Problems in Selling Today” at 
the October meetings. Each meet- 
ing will include dinner served 
“a7 P.M 

September meetings will be 
held on the following dates at 


the hotels or restaurants indi- 
James- 


cated: 17, Jamestown, 
town; 18, Hornell, Sherwood; 19, 
Ithaca, Ithaca; 20, Binghamton, 
Bennett; 21, Oneonta, Oneonta; 
24, Svracuse, Schraffts; 25, Gen- 


Merchandising” at the 





eva, Home Dairy; 26, Rochester, 
Rochester; 27, Batavia, Rich- 
mond, and 28, Buffalo, Lorenzo’s. 

October sessions will be held 
on these dates at these hotels or 
restaurants: 1, Watertown, Wood- 
ruff; 2, Potsdam, Arlington; 3, 
Plattsburg, Cumberland; 4 
Schenectady, Van Curler; 5, 
Utica, Martin; 8, Poughkeepsie, 
Campbell; 9, Middletown, 
Mitchell; 10, White Plains, 
Roger Smith; 11, for New York 
(and Brooklyn), New Yorker, 
and 12, Patchogue, Elk Club. 

Staff members of the New 
York State association will also 
address the meetings. 


SUBSIDIARY HANDLES 

EAGLE-PICHER SALES 

Effective Sept. 1, the Eagle- 
Picher Sales Co., wholly owned 
subsidiary of The Eagle-Picher 
Lead Co., Cincinnati, Ohio, took 


over the sales and distribution | 





THREE SIMMONS MEN HAVE BEEN WITH 
COMPANY FOR TOTAL OF 158 YEARS 


These three men—W. Edward 
Scherr, Richard J. Barrett and 
James A. Carroll—have been as- 
sociated with Simmons Hardware 
Co., St. Louis, Mo., wholesale 
hardware distributors, for a total 
of 158 years. All received part 
of their training under E. C. 
Simmons, founder of the busi- 
ness, and Mr. Carroll started 
with the company as Mr. Sim- 
mons’s office boy. 

W. Edward Scherr, who has 
been with Simmons for fifty-five 
years, started his career there in 
1879 as an office boy. Later he 
went into the stock department, 
subsequently being transferred 
to the sales department. Today 


he is a city salesman and is well 
liked by the trade. 








Richard J. Barrett, who is well 
liked by the trade, has been a 
city salesman since 1897. Fifty- 
one years ago he started with the 
company as wagon boy to the 


city buyer and was later trans- | 
ferred to the stock department. | 
Starting as office boy, Mr. | 


Carroll entered the employ of 
the company in 1882, later going 
to the buying department. In 
1887, after working as eastern 
invoice clerk, he was transferred 
to the stock department. The 


| catalog, printing and advertising 


departments were placed in his 
charge in 1889, since which time 


he has had charge of the com- | 
pilation of Simmons Hardware 


catalogs. 





RICHARD J. BARRETT 


SEPTEMBER 13, 


JAMES A.CARROLL W. EDWARD SCHERR 


1934 








of products manufactured by the | the sales company. 
Lead Co. The 
Eagle-Picher Sales Co. will have 


Eagle-Picher 


the same sales personnel as that 


formerly employed by the Eagle- 


Picher Lead Co. 


A. E. Bendelari is president of | C. 


=O BIT 


H. J. HORTON 


H. J. Horton, Pittsburgh, Pa., 
eastern representative of H. L. 
Brown Fence & Mfg. Co., Inc., 
Cincinnati, Ohio, died recently 
at the age of fifty-three. Mr. 
Horton was well known to the 





H. J. HORTON 


hardware trade and_ attended 
many retail and wholesale asso- 
ciation conventions. He had been 


with the Brown company for 
twenty years, joining it as a 
salesman. At the time of his | 


death he was sales manager in | 
charge of the eastern division of | 


the Brown Fence & Mfg. Co., 


Inc., Cincinnati, Ohio. 


J. K. MacCARTHY 


Vice-presi- 
dents are: Frederick Hertenstein, 
| F. W. Potts, W. E. Maston, 
John R. MacGregor and R. M. 
| Roosevelt. Joseph Hummel, Jr., 
| is secretary and treasurer, and 
A. Geist is assistant treasurer. 


UAR Y= 


| ton, S. C. Last year Norfolk and 
Richmond, Va., were added to his 
territory. 





E. H. LUETKEMEYER 


E. H. Luetkemeyer, 72, who 
had been with his father’s whole- 
sale hardware business, from 
1878 to 1924 died recently at his 
summer home in Mentor, Ohio. 
He was active in the wholesale 
business of Luetkemeyer Co., 
until it was acquired by the 
Bingham Co., Cleveland, Ohio, 
wholesale hardware distributors 
when its property was required 
for the Union Terminal develop- 
ment. Mr. Luetkemeyer was a 
charter member of the Cleveland 
| Chamber of Commerce. 

Mrs. Luetkemeyer, a daughter 
and a sister survive. 





GEORGE W. TUCKER 

George W. Tucker, Skanea- 
|-teles, N. Y., for many years a 
| hardware dealer, died recently. 
He had retired from business. 
Mr. Tucker was interested in 
‘civic affairs and had served as 
manager of the village owned 
water and electric light system. 


JAMES K. SMITH 


James K. Smith, 68, died re- 
cently at his home in Nashville, 
N. C. He had been in the hard- 
ware business there for the past 
forty-two years. 


J. K. MacCarthy, 37, since | 


1928 a district manager for Kelvi- 
nator Corp., Detroit, Mich., died 
recently at his home in Raleigh, 
N. C. He entered the electrical 
industry at the age of 16 when 
he ran his own appliance shop. 
In 1926, after having served as a 
Kelvinator distributor and a farm 
lighting equipment salesman, he 
became a field representative in 
Raleigh. Two years later he was 
named a district manager, cover- 


ing Raleigh and Greenville, N. C., | 


as well as Columbia and Charles 


EDWARD E. HICKEY 
Edward E. Hickey, secretary 
and treasurer, Mac Hardware 
| Co., Fort Plain, N. Y., died re- 
cently at the age of 38. 


A. J. HOFFMAN 
A. J. Hoffman, Murray, Iowa, 
who managed the J. J. Hoffman 
Estate Store in Murray, died re- 
cently. 
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CITY HARDWAREMEN 
JOIN TAX FROTEST 


Representatives of the hard: | 
ware trade were among the one 
thousand people who, joined in 
the recent protest against the 
proposed New York City one-half 
of one per cent gross sales tax. 
At the hearing, which was held 
in the Aldermanic Chamber, 
City Hall, New York City, the 
Hon. Grover Whalen spoke as a 
representative of a number of 
trade associations. Mr. Whalen 
held that enactment of the bill 
would drive many manufacturing 
concerns out of the city, thereby 
creating additional unemploy- 
ment and that other business 
houses might be forced to cut 
wages. 

Had the bill been later passed 
the tax would have been levied 
against all sales whether to 
wholesaler, retailer or consumer. 
As a result of the protests at this 
hearing and from other sources 
the plan was later changed giv- 
ing exemptions to firms whose 
sales were below a_ certain 
figure. 

WINCHESTER WARNS 

ON NEW GUN RACKET 


For the protection of dealers 
ind sportsmen, especially in 
northwestern states, Winchester 
Repeating Arms Co., New Ha- 
ven, Conn., is calling  atten- 
tion to a new racket by which 
several persons have been vic- 
timized. 

Winchester has issued the fol- 
lowing statement from headquar- 
ters in New Haven: 

“Winchester Repeating Arms 
Company wishes it to be known 
that it positively has not au- 
thorized any person whatsoever 
to request the turning in to it of 
any Model 95 rifles of its manu- 
facture, that it has not au- 
thorized any person to promise 
on its behalf to exchange for any 
such Model 95 rifles, thus turned 
in, a Winchester Model 54 or 
any other rifle, and that it has 
not at any time contemplated or 
considered any action looking to 
the calling in of its Model 95 
rifle, of any caliber. 

“The company wishes to ad- 
vise all interested that no one 
has been given any authorization 
to make any such proposition as 
that which has been circulated 
and warns all dealers and sports- 
men not to be deceived by any 
such representations. It earnest- 
ly requests anyone to whom any 
such proposition is made to get 
in touch directly with the com- 
pany and not to part with any- 
thing of value on the basis of 
such representation. 

“Winchester Repeating Arms 
Company wishes to repeat that 


| Special No-Change Train to Atlantic City 
Arranged by HARDWARE AGE via Pennsylvania 


“Hardware Age Special” Leaves Chicago, Sunday’ Oct. 21 at 
2 P. M. Arrives Atlantic City Monday about 11 A. M. without 


any changing. 


sylvania Railroad. 


Delegates and their families 
attending the 1934 Atlantic City 
convention will not be bothered 
with the change at North Phila- 
delphia station. 
pletely equipped special through 


train has been arranged by 


Harpware Ace, in cooperation | 


with the Pennsylvania Railroad. 
Known as “Hardware Age Spe- 
cial,” this train will require no 
changes for passengers leaving 


in any way an awhorized repre- 
sentative of this company, nor 
has any authority whatever to 
act or speak for it.” 


BORDEN NAMES NEW 

SOUTHERN MANAGER 

Rodney E. Matthews has been 
appointed district manager of the 
southern territory by The Borden 





RODNEY E. MATTHEWS 


o., Warren, Ohio, manufacturers 
of pipe tools. Mr. Matthews, who 
is well known to the trade in the 
southern territory, was for some 
years 
Orleans, La., supply house. 

FEDERATED SERVICE 

APPOINTS WEINSTOCK 


Al. Weinstock has been ap- 
pointed division manager for the 
State of Ohio for The Federated 
Sales Service, Boston, Mass. Mr. 
Weinstock, who has been for the 
past eight years with a depart- 
ment store group as_ middle 





no party spreading this report is | 
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west merchandise manager, will 
make his headquarters at 1041 
Carlyon Road, Cleveland, Ohio. 


A modern, com- | 


connected with a New 


Connections from St. Louis, Cleveland, Cin- 
cinnati, Pittsburgh, etc., arranged. Low rate, round trip con- | 
vention R. R. fare available. 
offices can route you via “Hardware Age Special” 


All travel agents and ticket 
on Penn- 


from Chicago or connecting at 
St. Louis, Indianapolis, Cincin- 
nati, Cleveland, Columbus, or 


Pittsburgh. This train leaves | 
Chicago, Penn. Station on Sun- | 
1934; at 2 P. M. | 
| and will arrive in Atlantic City, | 


day, Oct. 21, 


N. J., on Monday, Oct. 22, 1934, 
at 11 A. M., 
full free day prior to the official 
opening of the convention on 
Monday night. 


BU RHANS & BLACK WILL c ONCENTRATE ¢ ON 


providing nearly a | 


Special, low rate, round trip 
convention fares will be avail- 
able. The “Hardware Age Spe- 
cial” willbe a thoroughly mod- 
| ern train ‘with the latest equip- 
| ment for the comfort and con- 
| venience of passengers. There 
will be ample dining car and 
lounge car facilities with special 
table d’hote and reasonable a la 
carte medfs available. All travel 
agents or railroad ticket offices 
can route you via the “Hardware 
Age Special” tothe Atlantic City 
Convention. A-:-circular giving 
| full details, low found trip rates. 
Pullman fares and schedules is 
available from -the Harpware 
Ace Editorial Dept., 239 West 
39th St., New York — 





WHOLESALING ; CLOSING RETAIL DEPARTMENT 


At a special meeting of the 
board of directors of Burhans & 
Black, Inc., Syracuse, N. Y., it 
was voted that the retail depart- 
ment be discontinued to enable 
the company to hereafter con- 

| fine its efforts entirely to whole- 
saling. The announcement was 
recently made by: W. C. Mc- 
Claskey, president and treasurer, 
and the other directors; Ray H. 
Smith, Harry H. Smith, Edward 


J. Byrne, J. S. Carter, C. G. 
Ralph, E. C. Kruger, G. C. Cos- 


tello and N. A. Taber. 
Starting Tuesday, Sept. 4, the 


company invited retailers to pur- 
chase stock from the retail de- 
partment. Plans call for con- 
clusion of the sale on Sept. 15. 
Merchandise in the retail de- 
partment is being reserved for 
retailers exclusively during the 
period of the sale. During the 
sale identification cards are 
being used for hardware retail- 
ers. Parking arrangements have 
been made by the company. 
Broadsides explaining the com- 
pany’s sale and plans have been 
mailed to dealers. 





USE TRAILERS TO SHOW 


DEALERS SAMFLES 


OF COLONIAL-ROMANCE KITCHEN ENSEMBLES 


Four trailers like that shown 
are being used by the Colonial 
Stove Co., Philadelphia, Pa., to 
show dealers the Colonial-Rom- 
ance Ensemble Kitchen. Each 
trailer shows two units, back to 
back on the trailer. Salesmen 
arrange appointments with deal- 
ers for scheduling the time when 








coat ate 





these kitchen trailers will ap- 
pear. These trailers are avail- 
able for dealer use by arrange- 
ment with the company. 

The first of these four trailers 
has already traveled more than 
| 8000 miles between New York, 
| Newark, Philadelphia, Baltimore 
| and Washington. 
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«“e 
Aisour the only thing my bolt customers have in 


common is that when they want to buy, they’re in a 
hurry. Any minute Jimmy Smith may come in, look- 
ing for a bolt for his bike; or the furniture repair- 
man; or a farmer or contractor. 

“[’'m glad to sell to all of them. I know that the 
bolts I sell— Bethlehem Bolts—have a well-known 
name, and a reputation for dependability, that squares 
with the mark I’ve set in other items I am carrying. 

“These visits customers make to my store give them 
a better acquaintance with it and with me—and 
when they need something bigger, they'll come back. 
You'd be surprised to know, too, how many buy other 
things while they’re here. 

“Naturally, these people have to be pleased with 
what they buy here, or they'll go somewhere else. So 
for years I’ve stocked Bethlehem Bolts. I find that 
every shipment is right up to the mark. Clean, accu- 
rate, strong threads. Heads square with bodies. Nuts 
that fit perfectly. And I can get the sizes and types 
I need quickly from my jobber. 
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Bolt Customers 


come In 


“I’ve had this store a long time and sold a lot of 
Bethlehem Bolts and I’ve never had a complaint about 
them. They’re doing their full share to uphold my 
business.” 

e te # 

Bethlehem makes every commercial size and type 
of bolt, and many of special character, in its big 
Lebanon, Pa., Plant, devoted entirely to the manu- 
facture of bolts and nuts and related products. 
Bethlehem Bolts have the advantage of a complete 
steel-making background. Your jobber can supply 


them promptly in the types and sizes you need. 


BETHLEHEM STEEL COMPANY 
General Offices: Bethlehem, Pa. 


BETHLEHEM 
BOLTS & NUTS 








Harold W. Allen and his 
brother, Herbert E., are shown 
in front of the fifty year old 
hardware business they operate 
in Clinton, N. Y.—a town of less 
than 1500 population and the 
seat of Hamilton College. Their 
father, Hiram J. Allen, founded 


the business in 1884—today it | 


is owned by the Estate of H. J. 
Allen. 

Harold, who stands to 
right, is vice-president of the 
New York State Retail Hard- 
ware Association and is a past 
president of the Mohawk Valley 
Hardware Dealers’ Association. 
He entered the business at the 
age of seventeen and has been a 
hardware man ever since. 

Herbert started in the business 
when he was sixteen years old. 
He has served his community in 
executive and legislative posts, 
being a former president and 
a past mayor of the village as 
well as a former member of the 
New York State Assembly. Fire 
fighting has interested him too— 
he was chief of the Clinton Fire 


Department and is former pres- | 
ident and captain of the Smyth | 


Hook & Ladder Co. 

The Allen brothers are direct 
descendants of John Hart 
New Jersey, who was one of the 
signers of the Declaration of In- 
dependence. 

An historical account of the 
business was recently published 
in The Clinton Chronicle. It 


Allen Brothers Going Strong in Clinton, N. Y.; 
Their Father Founded Hardware Store in 1884 


the 


of | 





| showed the founder, Hiram J. 
Allen, and a picture of the store 
as it formerly appeared. Atten- 
tion was called to the special 
announcement notices sent out 
by the Allens, carrying the 
slogan, “A business successfully 
conducted for fifty years is an 
asset to any community.” 

The founder moved to Clinton 
| back in 1883 and started busi 
ness the next year. Three years 
later he expanded the business 
by purchasing the plumbing busi- 
ness of a Mr. Hood, consolidat- 
ing both establishments in the 
Onyon block. Fire in 1888 dis- 
rupted business—but only tem- 
porarily as the store was soon 
in full operation again. Business 





continued to increase and Mr. 
Allen eventually bought the 
building. When the founder 


passed away in 1911 his three 
sons, the late Leslie H., Harold 
and Herbert took charge of the 
business. Leslie H. Allen died 
in 1914, since which time Harold 
and Herbert have carried on the 
family business. 





hardware, housewares, electrical 
supplies and related lines 
Allen store caters to the needs 


The space occupied by the busi- 

| ness was originally intended for 
three stores. This store is an 
asset to the community as the 
announcement stated. 


in those of the village residents. 





HOLD BIG TOURNAMENT 
AT VANDALIA, OHIO 
The thirty-fifth annual Grand 
American Tournament, held at 
Vandalia, Ohio, Aug. 27-31, at- 
tracted large numbers of men 
and Manufacturers of 
guns, ammunition, powder and 
other trapshooting equipment 
had interesting exhibits at their 


women. 
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tents on “Commercial Row.” 
Many participants in the tour- 
nament, together with their fami- 
| lies, camped out, taking advan- 
| tage of facilities provided by the 
management of the Amateur 
Trapshooting Association. 

At the annual meeting of the 
Amateur Trapshooting Associa- 
tion, held at the Dayton-Biltmore 


Hotel, R. C. Coffey, Prairie City, | 











Carrying a wide assortment of 
the | 


of farmers for miles around and | 


| and New England for the past 


Iowa, was reelected president. | 
Mr. Coffey also serves as repre- 
sentative of the central zone. 
The following were elected re- 
gional vice-presidents represent- 
ing their respective zones: Capt. | 
J. B. Grier, Wilmington, Del., 
eastern zone; Charles W. Tway, | 
Atlanta, Ga., southern zone; R. | 
A. King, Wichita Falls, Tex., | 
southwestern zone, and S. H. 
Sharman, Salt Lake City, Utah, 
western zone. 


COLDWELL LAWN MOWER | 
HAS NEW SALES HEAD 
George W. Sheeler was recent- | 

ly appointed general sales man. | 

ager of Coldwell Lawn Mower | 





GEORGE W. SHEELER 


Co., Newburgh, N. Y. He repre- 
sented the company in New York 


eleven years and is well known to 
the trade in those sections. Mr. 
Sheeler, who served during the 
war in the Engineers Corps, en- 
tered the lawn mower industry as 
a factory manager in charge of 
production, later entering the 
sales end of the business. | 








| 500 people. 





ACE HARDWARE MEN 
HOLD AN OUTING 


Recently Ace Hardware Corp.., 
Chicago, IIll., held a picnic at 
Columbia Park, Wheeling, IIl., 
which was attended by more than 
Practically every 
store was represented by the 


| owners and their sales clerks and 


by many factory representatives. 
One of the most interesting 


| events of the day was a hard 
| fought tug-of-war. Richard Hesse, 


president of the organization 
pitted a team selected by himself 
against another chosen by E. G. 


| Lindquist, secretary, Ace Hard- 


ware Corp., the Lindquist men 
winning. 

EAGLE STORES MEMBERS 
HOLD ANNUAL DINNER 


The second annual dinner of 
the Eagle Hardware Stores, Cleve- 
land, Ohio, was held recently at 
the Ohio Villa and was attended 
by more than 175 members and 
guests. The party was limited to 
members and their guests and 
there were no speeches. 





H. J. MeCAULEY HEADS 
CYCLE TRADES GROUP 


H. J. McCauley, McCauley 
Metal Products Co., Buffalo, N. 
Y., was recently elected presi- 
dent of the Cycle Trades of 
America. Vice-presidents are: 
Horace Huffman, Huffman Mfg. 
Co., Dayton, Ohio, and Guy A. 
Wainwright, Diamond Chain 
Mfg. Co., Indianapolis, Ind. John 
W. Henry, Vim Cycle & Hard- 
ware Co., Buffalo, N. Y., was 
elected secretary, and M. H. 
Tisne, A. Schrader’s Sons, Brook- 
lyn, N. Y., was named treasurer. 
F. A. Baker, F. A. Baker Co., 
New York City, assistant 
treasurer. 


1s 





G. E. SPECIALTY SALES DEPT. HOLDS 
SALES CONVENTION AT NELA PARK 


Three hundred distributors 
and sales leaders from all over 
the country attended the eighth 
annual fall sales convention of 
the General Electric Co., Spe- 
cialty Appliance Sales Dept.. 
held at Nela Park, Cleveland. 
Ohio, from Aug. 21 to 23. New 
products and new lines were an- 
nounced at the convention. Re- 
ports were given on distribu- 
tors whose sales which had in- 
creased from 50 to 100 per cent 
over a year ago. There were 
more than 50 speakers on the 
program, the majority dramatiz- 
ing their presentations with 
skits and playlets in which pro- 
fessional actors appeared. 

P. B. Zimmerman, manager, 
specialty appliance sales depart- 
ment, and General Benedict | 
Crowell, director for Ohio, of | 








the National Emergency Council, 
were chief speakers at the open- 
ing session. Mr. Zimmerman 
discussed refrigeration _ sales; 
General Crowell spoke on the 
National Housing Act. A. L. 
Scaife, manager, retail division, 
stressed the importance of a 
balanced job of selling. G. D. 
Kobic, manager, apartment house 
division, discussed that division’s 
activities. Advertising and sales 
promotion helps were shown b: 
Walter J. Daily, sales promotiou 
manager. 

J. R. Poteat, manager, range 
division, presented a stage dem- 
onstration. The importance of 
the small town dealer was the 
subject of A. A. Uhalt, manager, 
dealer division. “Sales Oppor- 
tunities” was the topic of Sales 
Division Manager A. M. Sweeney. 
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What every merehant should know 


A 





saath 
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on ——— 2. | PUNCH 


When an advertisement reaches 

Over 5,000,000 families 

20,000,000 people 

1 out of every 5 families in the nation 

Twice as many people 

Twice as many customers 

As in any other magazine in the world 

And reaches those people 

In the world’s most interesting magazine 

(We refer, of course, to The American 
Weekly) 

‘hat advertisement has punch 

Tha> advertisement sells goods 

Ana it will pay you to feature 

The product that advertisement sells, 








The American Weekly—what it is 


@ The American Weekly is the largest magazine in the world. It is distributed 
through 17 great Hearst Sunday Newspapers. In 597 of America’s 995 towns and 
cities of 10,000 population and over, The American Weekly concentrates 67% of its 
circulation. 

In each of 134 cities, it reaches one out of every two families 

In 125 more cities, 40 to 50% of the families 

In an additional 165 cities, 30 to 40% 

In another 173 cities, 20 to 30% 
-.. and, in addition, more than 1,885,000 families in thousands of other commu- 


nities, large and small, regularly buy and read The American Weekly. 


TH EAN ERICAN 
i EAW/EEKLY 


“The National Magazine with Local Influence” 
Main Office: 959 Eighth Avenue, New York City 
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F. H. A. Furnishes Examples of Equipment 
Approved for Modernizing Loans 


(Washington Bureau ef 
Hardware Age) 

Under regulations issued by 
the Federal Housing Administra- 
tion improvements may be 
financed by insured loans only 
when the equipment to be 
“built-in” and becomes “a part 
of the real estate when installed.” 
Many queries have come to FHA 
as to the character of this equip- 
ment. It has therefore prepared 


1s 


examples of such equipment 
which HarpwarRE AGE presents 
herewith. It should be noted 
that there may be other equip- 
ment of like character, which, if 
it becomes a part of the prop- 
erty when installed, likewise is 
included. The FHA also cites 
examples of “movables” which | 
are not included among the im- | 
provements for which loans may 
be obtained. 





List of equipment considered as “built-in”? under the 
regulations of the Federal Housing Administration, 
and therefore included in improvements which may 
be financed by insured loans: 


Plumbing equipment, including | 
tubs and showers 
Individual lighting plants and | 
equipment 
Incinerators and other garbage | 
<lisposal systems, if built-in 
Non-detachable heating systems 
and equipment (coal. wood, oil, 
gas or electricity) 
Built-in ventilating 
including fans 


equipment 


Forced heat 


ment 


circulating equip- 
Fire escapes 

Sprinkler systems 

Domestic water heating equip- | 
ment if non-detachable | 
Conversion oil burners, includ- | 
ing oil storage equipment and | 
thermostatic controls 

Heating control devices 
Automatic stoking and ash re- | 
moval equipment, if permanently | 
attached to heating unit 

Lighting fixtures if integral part 
of wiring or gas system 
Radiation, if part of heating sys- 
tem, including valves and access- 
aries 


Individual gas-making machines 
and equipment 
Water works system 


Wells and cisterns, including 
pumps and windmills 
Individual sewerage disposal 


systems, including septic tanks 





Water supply and sewerage con- 
nections with public mains 
Air-conditioning 
built-in 
Humidifying equipment, if built- 
in 


if 


equipment, 


Awnings made for windows and | 
porches 

Concealed residential wall safes | 
Fire and burglar alarm systems | 
Elevators and dumb waiters 
Kitchen units, including ranges 
and refrigerators, if built-in 
Linoleum and other floor cover- | 
ing, if laid 

Built-in ironing boards, dinettes, 
flower boxes, cabinets, bookcases 
and cupboards 
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Built-in laundry chutes 
Built-in refrigerators, 
automatic refrigeration 


including 


Fitted storm doors and sash built 
for porches, windows, etc. 

Fitted screen doors and windows | 
built for porches, windows, etc. 
New 
kinds 


Built-in door or wall mirrors 


doors and windows of all 


Automatic garage door openers 


Weather stripping 
Coal chutes 


| any specific items on which a 





Built-in package receivers and 
mail boxes 

The above items are given as 
examples of the type of equip- 
ment which, under the regula- 
tions, become “a part of the real 
estate when installed.” There 
may be other equipment of like 
characteristics, which, if it be- 
part of the property 
installed, likewise in- | 


comes a 
when is 
cluded. 

The Federal Housing Admini- 
stration will be glad to rule on 


question may arise. 

Aside from specific equip- 
ment, such as indicated above, 
the cost of making all types of 








repairs, alterations and improve- 
ments to any type of building 
(both labor and materials) may 
be included in insured loans. 
In addition, such improvements 
to the grounds on which the 
buildings stand as: 

Sidewalks, curbs and driveways, 
of permanent materials, where 
property is improved with build- 
ings 

Underground lawn-sprinkler sys- 
tem 

And similar items 

Demolition of old buildings (la- 
bor) 

Silos, barns, sheds, and 
buildings on improved farms 
New garage and out buildings 


other 





The following list includes types of equipment which, under 
the regulations covered by Bulletin No. 1 (Modernization 
Credit Plan), are “Movables” and therefore may not be 
included in improvements financed by insured 
loans. 


Furniture of all kinds 

Floor and other lamps 
Show cases (unless built-in) 
Desks 

Radios 

Porch swings 

Electric fans 

Toasters 


Electric and gas irons 


Ranres and stoves—gas, electric, 


, coal or wood 


unless built-in 
Food mixing machines 

Vacuum and other types of clean- 
ers, unless built-in installation 
Individual detachable and 
electric heaters 

Single-unit air conditioners, un- 
less built-in 

All other strictly detachable and 
movable equipment. 


was 
ga: 


GENERAL ELECTRIC WILL SPONSOR LIGHTING SCHOOLS THROUGHOUT NATION 


Here are the twenty instructors 
of the General Electric Lighting 
Sales Institutes who will lecture 
at upwards of sixty schools that 
will be conducted during Septem- 
ber, October and November 
throughout the country under di- 
rection of the Incandescent Lamp 
Department, General Electric | 
Co., Nela Park, Cleveland, Ohio. | 


| There are five corps of instruc- | 
| the basic code for the wholesal- 


tors, each comprising four light- 
ing and sales promotion special- 
They will be assisted in the | 
field by the staffs of the seven- | 
teen territorial sales divisions of | 


ists. 


| the department. 


five thousand 


works 


An 


engineers, 


estimated 


: 
service and | 


| sales people will receive compre- 


hensive instruction in the scfen- | 
tific aspects of seeing and will 
learn how to apply this knowl- 
edge in their lighting sales and 
service work during and follow- 
ing the “Better Light- 
Better Sight” activity. 


current 


Several carloads of demonstra- 
tion equipment, complete stage 
seftings and scientific apparatus | 
are being routed to all the coast- 





the 


which 
schools, officially designated as 
General Electric Lighting Sales 
Institutes, will be held. 


to-coast points at 





APPROVE WHOLESALE CODE SUPPLEMENTS FOR 
ELECTRICAL AND COPFER, ETC., TRADES 


(From our Washington Bureau) 
Approval has been announced 
by NRA of two supplements to 


ing or distributing trade. They 
cover the electrical wholesaling 
trade and the wholesale copper, 
brass, bronze and related alloys 
trade. The effective date of 
each code was Aug. 23. 

The supplemental code for the | 
electrical wholesaling trade | 
adopts the labor provisions of | 
the basic code, 40-hr. maximum 
week at minimum wages ranging 
from $13 to $15 per week, de- | 
pending on population and geo- | 
graphic region. The code con- 
tains trade practice rules to meet 
the trade’s particular problems. 





The code will affect some 950 
concerns and 14,000 employees. 
The 1933 volume of business was 
around $150,000,000. 

After this supplemental code 
becomes effective, members of 
the trade will not be bound by 
the code for the industrial sup- 
plies and distributing trade. 

The supplemental code for the 
wholesale copper, brass, bronze 
and related alloys trade estab- 
lishes a maximum work week of 
40 hr. and minimum wages of 
$15, with 40c an hour for part- 
time workers. Additional trade 
practice rules and administrative 
The 


ap- 


regulations are included. 
1933 business amounted 
proximately $14,000,000. 


to 
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HEN the next customer walks in, pick up a 
Gem Micromatic Razor and show him how 
Gem’s one-piece frame and one-twist action make 
shaving a one-minute job. Point out that Gem has 
no parts to lose, fumble, drop or get out of order. 
Show how it opens with a twist, closes with a twist 


and locks the blade unbudgingly at 5 points. 


‘ALL ONE PIECE! 
TELL ‘EM AND YOULL 












Z> SELL'EM 




















And remember that Gem Micromatic Blades—like 
the barber’s—are straight, flat and rigid. Made of 
50% thicker surgical steel so we can strop *em 
1840 separate times, genuine Gems outshave and 
outsave all substitutes. We make Gems both single- 
and double-edged for your customers’ convenience 


and your profit. Stock up! 


GEM SAFETY RAZOR CORPORATION 
Brooklyn, N. Y. 


© G. S. R. C. 1934 
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SLIPKNOT 
FRICTION 


TAPE 


a sales 
leader 


even when dealers kept it 
under the counter—as some 
did until the metal Slipknot 
Automatic Salesman appeared 


ON the counter. 







AUTOMATI- 
CALLYa fresh 
package 
slides into 
place— 











No Shop 
worn box- 
es left at 
bottom. 





Now— 


Slipknot 


sells even 
better!!! 


Hold your customers with Slipknot Friction 
Tape: extra adhesive, can’t dry out, edges 
can’t ravel, greater tensile strength. 


Sold thru Jobbers only. Write for details to 


PLYMOUTH. 
RUBBER CO., INC. 


Largest Rubberizers of Cloth in the World 
100-200 Revere St.. CANTON, MASS. 
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Intermediate Credits Available 


(Continued from page 30) 


definition and avoids enumeration of 
restrictions under which the loans 
must be made, for it sets up in each 
Federal Reserve district an indus- 
trial advisory committee. Each such 
committee is composed of five mem- 
bers. Each member must be “actively 
engaged in some industrial pursuit.” 
He serves without compensation, ex- 
cept, of course, for “necessary ex- 
penses while engaged in the business 
of the committee.” It is required 
that applications for the working- 
capital loans shall be submitted to 
the industrial advisory committee for 
recommendation for or against a 
given proposal. 

The applicant, on blanks printed 
for the purpose, is asked to state 
how he expects to expend the money. 
The advisory committee has to decide 
in the light of the borrower’s status 
and the promise of the industry of 
which he is a part whether or not 
the loan will be helpful. It is thus 
clear the committee has a highly im- 
portant, responsible task. As already 
suggested, leniency rather than the 
reverse will be the order of the day, 
other things being equal, but the 
applying company will probably have 
to satisfy the advisory committee that 
it is a going institution and that it 
clearly has made efforts to achieve 
economies and efficiency. To help 
ascertain the condition of the appli- 
cant’s business, general information 
is requested on the history of the 
business, together with balance 
sheets, operating statements and the 
like. 

Altogether it is obvious that the 
demands on the advisory committee 
are exacting and that they represent 
public service of a high order. In 
turn selection to membership on the 
committee is a badge of honor in its 
implied recognition of high charac- 
ter, personal business achievements, 
knowledge of the district’s industrial 
and commercial problems and, on 
top of all these, a judicial attitude. 
At this writing the system is already 
operating, and some working-capital 
loans have been approved. 

There are businesses, it will be ad- 
mitted, that have good prospects, 
given a little financial aid. The fact 
is true of others, provided a change 
in the managerial viewpoint or even 
in personnel is made. How far the 


advisory committees are to go in 
making gratuitous observations of 
this nature is not indicated, but such 
would certainly come from the bank 
through which the application is ad- 
vanced. An outsider is often needed 
to point out opportunities for oper- 
ating economies, and there are classic 
cases of businesses which have tried 
to maintain dividend disbursements 
unduly long and which without purg- 
ing are not likely to get favorable 
consideration of the advisory com- 
mittees. These remarks are made 
chiefly to mention the difficulties of 
the advisory job, and at the same 
time to hint at the likelihood of a 
sympathetic decision such as the 
banker-custodian of ‘the public’s 
funds would find it difficult to make, 
with his necessarily limited indus- 
trial knowledge, not to mention the 
hard and fast rules which have been 
built up around the banking busi- 
ness. The flexibility of the scheme 
of the advisory committee is the re- 
assuring feature of the whole financ- 
ing act. 

If a company’s working capital is 
too small to warrant equipment ex- 
penditures, even when these are de- 
monstrably self-liquidating in a rela- 
tively short time, it could do such 
buying with an expansion of working 
capital through this newly estab- 
lished reservoir. The fact is par- 
ticularly true of the smaller com- 
panies, which have no periodic or 
continuing relations with the invest- 
ment marts. Further, it is expressly 
stipulated that if a borrowing busi- 
ness cannot get assistance from a 
local bank or other financial institu- 
tion, it may apply directly to the 
district Federal Reserve Bank. These 
banks are empowered to execute 
direct loans, although it is expected 
that such direct loans will be the 
exception rather than the rule. Reg- 
ular banks have virtual insurance 
from ihe Federal Reserve system, as 
already stated. 

As indicative of the broad basis on 
which the lending is done, it may be 
mentioned that there appears to be 
no uniform method of repaying the 
loans. Serial notes with the last one 
payable within five years may prove 
to be the usual method. The absence 
of precise stipulations is shown also 
in the matter of the application 
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aN | ‘o The enjoying running water conveniences. Ten miles or 
ce NS MYERS fifty miles from the nearest water main makes little or 

PS-WATER SYSTEMS - HAY TOOLS -DOOR HANGERS . * 4 
no difference—The service, well to a large extent this 
depends on the water system and its installation. 
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Myers Self-Oiling Automatic Water Systems are de- 
pendable, durable and extremely economical to operate. 
Better design, high grade materials, excellent workman- 
ship, special improvements — they have those built-in 
values which insure trouble-free, long-time performance. 
Performance that invariably accelerates business in any 
community for those who sell and install them. 


Second only to performance is price. Myers Water 
Systems are not the lowest in price, but quality consid- 
ered, Myers prices are extremely low, and of importance 
to you, they will permit of your securing worth-while 

profits. 


STARTING 


Your inquiry will receive 
prompt attention. Write or wire. 


OISCH. Tomy! 
* wouse we sy 


ee. 
Ve DC 
? i (ERS 


ESEL cic | 
ATER SYSTEM 


) tHE F.E.MYERS & BRO.co. 


ASHLAND, OHIO. 


‘ Pie pew 


PUMPS—WATER SYSTEMS—HAY TOOLS—DOOR HANGERS 
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for you in 


KLEINS 


NYONE who appreciates 
good tools calls for 
Kleins when he buys 

pliers. The Klein reputation 
will sell fine tools for you. 
Klein Pliers are made in a 
wide variety of styles to 
meet every need of the 
skilled workman. It will pay 
you to carry Kleins. Check 
up on your stock now and 
order from your jobber. 


Klein Pliers have been 
standard with public utili- 
ties and master workmen 
—‘since 1857.”’ 


Buy from Your Jobber 


canes ALF EN conscs 


3200 BELMONT AVE., CHICAGO 
58 





blank, for there is no general form; 
instead each district bank has drawn 
up its own form as suitable to the 
needs of the district. Finally, to leave 
no stone unturned, the district Re- 
serve banks are taking special mea- 
sures to enlist the interest of local 
banks. In the case of the New York, 
or Second District Bank, a series of 
meetings of different regional groups 
»f banks has been called, many of 
ihem arranged through the New York 
State Bank Association. 

The situation is that money-lend- 
ing machinery has been perfected for 


a need hitherto inadequately, or not 
at all, taken care of, but in addition 
to that the bankers are being put in 
a frame of mind to ease rather than 
check legitimate demands. The capi- 
tal goods industries have consider- 
able to expect from the successful 
operation of the working capital 
loans, seeing also that the movement 
is getting under way at the same time 
that impetus is gathering for home 
building and home modernization, 
likewise being pushed with banking 
support and much in the way of Gov- 
ernment backing and insurance. 





Random 


(Continued 


these buildings which upon its com- 
pletion was declared to be a financial 
white elephant, has in the past year 
been 84 per cent filled. This report 
indicated that this building was dif- 
ferent from all the others in the fact 
that the renting manager’s offices 
were among the handsomest in the 
building and beautifully furnished. 
In other words, they had decided as 
there was plenty of space available, 
it would be a good idea to give the 
renting manager an attractive, well- 
furnished office, as it would be a 
good advertisement. They also par- 
titioned and furnished a number of 
model offices so that the prospective 
tenant could see what his office 
would look like when it was fin- 
ished. The other buildings visited, 
according to this report, had their 
renting offices stuck away in the 
darkest and worst offiees in the build- 
ing, naturally making a very poor 


Thoughts 


from page 32) 


impression upon any prospective 
tenant, especially if he had just come 
away from the building mentioned 
above. 

This report was just full of inter- 
esting observations about the rent- 
ing of space in office buildings. To 
me, this report was more interest- 
ing than “Anthony Adverse.” 

* * * 

Ho hum! Ho hum. 

Before I close, I must tell of a 
recent visitor who told me how to 
finish a book I am writing. He said 
that for thousands of years books 
had ended in just two ways, either 
“finis” or “The End.” “Why not,” 
said he, “end your book with a pic- 
ture of a cute little girl sitting on a 
cake of ice?” “What’s that got to do 
with a book?” I inquired. “That’s 
quite evident,” said he. “The little 
girl is supposed to say: ‘My tale is 
told.’ ” 





Can You Pick Up the Threads? 


(Continued from page 26) 


some of it be daily or weekly. A 
great deal of it will be seasonal. 
The ice man instead of shoveling 
coal in the winter may go to Florida 
and what he spends there won’t buy 
goods in his home town in Pennsyl- 
vania. 

F. Increase in speed of communi- 
cation produces the same hopes, de- 
sires. and activities simultaneously 
in widely distributed areas. A news 
reel of Atlantic City happenings on 
Saturday makes every girl in Phoe- 


nix, Ariz., want that kind of a bath- 
ing suit on the following Thursday. 
No gadget in the well appointed 
kitchen of the pent house where the 
crime was committed in the big fea- 
ture picture escapes the eye of the 
house wife in Lone Prairie, Mont. 
G. The greater availability of pub- 
lic utilities in remote regions, rural 
and otherwise, especially the tele- 
phone, gas, electricity and water has 
created new needs, new groups of 
customers and new problems of 
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SELLING FEATURES 
..._ THEY CAN'T RESIST! 





$2095 Set caest 
Denver and West $21.95 


$19.25 without 
juice extractor 







Fevit - iuice ex- 
tractor has lowest 
center of gravity. 
Cannot tip over 


Value that brings you 
volume and profit. . . 


FITZGERALD 
MAGIC MAID 


Improved Model wv now sold 
with or without juice extractor 


The Model D Fitzgerald MAGIC MAID is 
the last word in beauty, utility, power and 
convenience—the one mixer that will make 
the greatest appeal to your customers. 

Eye Value! Superb modern design. High 
quality sparkling opalescent bowls, rich black 
Bakelite 2-position handle, beautiful, graceful 
lines of motor and motor support. Exquisite 
finish throughout! 

Strong Selling Features! Portability with 
two positions for holding the handle, adjust- 
able motor height control, tilt-back motor, 
instant extractor attachment, dual-dise _re- 
volving platform, and separable and remov- 
able beaters for quickest change or cleaning. 
PLUS the most useful line of attachments. 

The Magic Maid is without doubt the 
World’s Greatest Kitchen Helper. Only with 
the Magic Maid are you able to offer so great 
a value. It is your one best bet for sales and 
profits in the kitchen mixer field. Display, 
demonstrate, push the winner! 

Get the whole Magic Maid story today. Get 
the most out of this new, profitable business. 
Send NOW for complete plan. 

Order Magic Maid and STAR-Rite 
Appliances through your jobber. 


THE FITZGERALD MFG. CO., TORRINGTON, CONN. 


Slicer and 
Shredder 








Portable. Two-posi- 
tion handie makes 
for easier handling 








Dual-dise revolving platform exclusive 
with Magic Maid. Small bow! revolves 
just as efficiently as large bow! 


Motor tilts hack. 
N ote convenient 
position of hand 
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STOCK A CHAIR 
YOU CAN SELL! 


































































Folds Flat 


These Features of the All-Wood 


TUCKER’ WAY 


Make QUICK Sales 


1—Opens and closes wilh the foot. 
2—Folds flat—stacks flat. 
3—No metal to tear clothing. 





4—Won’t warp—can’t rust. 

5—Comfortable—wide seat. 

6—Strong and sturdy—will hold over 700 pounds. 
7—Priced for 1934 pocketbooks. 

8—Liberal margin for the dealer. 





The Tucker’way is available both singly and in sections— 
in natural finish, orange, green, red, black or walnut. 
Send for a sample and test it yourself. (No free samples. 
They may be returned or kept as part of order.) 


Yes, Send for Sample & Prices This Very Day 
USE THIS COUPON 


























TUCKER DUCK & RUBBER CO. 


Dept. D-9, FORT SMITH, ARKANSAS 


Please send samples and prices Of:........-..eeeeeeees 
OS nae ea ween eee ee een ya tee 
MMAR S os) 35'5pi tavern.’ chun Bias asap oo RRA N Chas AD ste eee a ts 
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...are harbored by 





| reaching them. The Tennessee Val- 


ley is only one example of many 
developments of this kind not all of 
which are governmental by any 
means. 

H. There is a very decided recast- 
ing of our whole social life, either 
intentional or otherwise, into a new 
mold, a new class if you will, of a 
more nearly level ability to use 


| which means a new stimulous to 


mass production, and a new tech- 
nique in mass selling or mass distri- 
bution. 

As great economies are expected 


| to arise from mass selling as from 


the billions in many 
| for instance, that the manufacture of 
| washing machines was so standard- 


kitchen knives 


INVESTIGATION with a toothpick 
will show you how detrimental to 
health a kitchen knife can be. Try it 
in your own home—remove the de- 
cayed food particles lodged in the 
handle of your kitchen paring knife- 
and imagine the billions of germs 
breeding there—and getting into your 
food! 

Remington’s cocobola and Bakelite- 
handled knives have cured that for- 
ever! Blades, fit snugly into one-piece 
handles, leaving no place for germs to 
collect and breed! 

You are doing the housewife a serv- 
ice when you recommend and sell 
Remington Cutlery ... and making a 
handsome profit for yourself in the 
bargain! 


NO GERMS WITH REMINGTON 
HANDLES 


Remington Cutlery is approved by house- 
wives every where because, besides being 
sanitary, it’s especially designed 
to lighten the housewife’s work. 
Remington ‘‘Kleanblade” Cutlery 
has sales appeal! Stock it today! 


Remington Arms Co., Inc., Cutlery 
Division, Bridgeport, Conn. 


= 





Remington, 


K 203 


mass manufacture: Some of us 
merchants may suffer for the benefit 
of the majority if we are too old or 
stubborn to find some other 
place in the economic structure as it 
develops this new phase. 


too 


What is meant by mass selling? 
Nobody has begun yet to realize 
what it may mean. It could mean. 


ized that one type like the best now 
made, would be accepted as gener- 
ally and as non-competitively as 
nails now are, and that it could be 
announced that five carloads of these 
washing machines would be shipped 
to a central point on a certain day 
at a certain price and everybody who 
wanted one should come and take it 


| away with a waiting list for those 





who didn’t get there in time. You 
can see that if it were possible to sell 
washing machines that way they 
could be made pretty cheap because 
of the standardization and the in- 
creased quantity, and sold pretty 
cheap because of the mass selling. 

This may be a long way off and 
has the catch in it that individual 
selling was necessary to create a 
knowledge of and desire for washing 
machines in the first place. 

But mass selling is too logical a 
thing not to come in somehow, some- 
time. 

I. Invention will make new things 
to sell, replacing other things sold by 
other people as electric refrigeration 
has taken the ice box business out 
of the hardware store into the music 
store, for instance. Air-conditioning 
is already here. Who is going to 


sell it? Specialists, furniture 
dealers or will hardware dealers 
qualify? 


J. You would think radical legis- 
' lation should appear in the list. As 








a matter of fact, there is no radical 
legislation. 

Legislation that comes along and 
turns things topsy-turvy, to use the 
Tennessee Valley as an example 
again, is not radical, it is the final 
expression of trends, ideas, develop- 
ments and evolution that have been 
in process a long time as is the 
whole New Deal itself which had 
already been put on paper when 
President Roosevelt was in short 
pants or less. 

Municipal ownership, state opera- 
tion of utilities, economic experi- 
ments at state expense, especially in 
agriculture and often industry, war 
against private monopoly, these are 
all old ideas. Their final crystalliza- 
tion into a concrete project was 
inevitable. 

The National Retail Hardware 
Assogiation is launching a campaign 
of nation-wide objection to the Gov- 
ernment’s activities in the Tennessee 
Valley. If these activities are not 
economically sound, if they do not 
benefit the greatest majority of peo- 
ple affected, the objection is valid 
but unnecessary. Otherwise, the 
voice of a reactionary minority will 
have little effect. 

K. There is a very decided ten- 
dency to break down the former re- 
strictions on selling known as trade 
lines and territory lines. I know an 
implement dealer in a small town 
with a nominal overhead who does 
a large furniture business in a 30- 
mile radius including three good 
sized towns, all having well equip- 
ped furniture stores. His business 
methods apparently violate the letter 
of no known code. He is wide 
awake and his position is economi- 
cally defensible. 

Other things are happening. Our 
population is not increasing as fast 
as it was. Our average age is creep- 
ing up. Our tastes and conventions 
in dress, in amusement, in standards 
of living are changing. Advertising 
methods are being modified, compe- 
tition is adhering more closely to the 
letter and hardly at all to the spirit 
of the codes, and it all affects what 
and when and where people will buy. 

Study your times, be willing and 
able to change with them as they are 
able to change without you and in 
spite of you. 

You are in the hardest game in 
the world and the most interesting— 
Merchandising. 
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Rains and snows start roofs to leaking, 
Plaster falling and wall paper streaking. 

So sell ’em the Roofing to keep ’em tight, 
And buy it from us so you'll know it’s right 


Fall Renovizing 


Probably many families in your trading 
area are unfamiliar with the workings of 
the President’s new “Housing Act” and 
simply want this information to go ahead 
with long needed repairs. 


Why not suggest they come to you? Feature 
your store as “Renovize and Modernize 
Headquarters,” calling attention to such 
important lines as Prepared Roofing 
and Shingles, Paint, Builders’ 
Weatherstrip, Circulating Heaters, Fur- 
naces and Boilers, Plumbing Goods, Etc. 


Recommend in your newspaper or other 


Hardware, 


advertising certain local craftsmen. as par- 
ticularly capable of applying or installing 
any material or supplies purchased from 
you. It will help pay for the advertising 
and at the same time give your trade a 
complete “Renovizing Service.” 


Because you cannot go after this impor- 
tant business without the right kind of 
merchandise, we urge you to make use 
of the excellent facilities which we have 
to offer. 


1829 CLEVELAND, OHIO 1934 
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Axes 





“LEGITIMUS" —in English, 
legitimate, genuine. This 
Trade-mark is your assurance 
of highest quality and value. 










LeSrinUS 


CUT YOURSELF 
A BIGGER SLICE 
OF BUSINESS 


Collins axes are easier, surer seliers. Men who are wise 
about axes spot their fine finish, balance, temper, right away 
—and know the century-old reputation that’s behind them. 
And you've a sales-winning fact story, to tell men who don’t 
know their axes. Collins 
protects both you and your 
customers by guaranteeing 
to make good any defects. 
Alsc, the Collins line is so 
complete you can satisfy 
all requirements and tastes. 
Every standard pattern, 
finish, and weight of axes, 
hatchets, bush hooks, hoes, 
etc., in a wide range of 
| price levels. 
















Dayton 
Pattern 


If your jobber cannot sup- 
ply you write to us. 








niiehigen Western 
Double Bit Double Bit 
Bush Hook 








Collins Official Boy 
Scout Axe 





tH COLLINS «. 


THE GEO. WORTHINGTON CO.) CO) LINSVILLE, 


CONN. 
and Hatchets 
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ATION-WIDE popularity o: 

the new-type o. burning 
heaters assures you a rich, profit- 
able market this season. Buyer 
interest . . . buying power... 
sales—all are increasing. From 
years of experience, we know the 
market, we know the widespread 
demand for the new ‘“‘styled’’ de- 
signs—cash in with our new line. 
offering a REAL profit oppor- 
tunity! 


EVERY NEED— EVERY PR'CE 
This new line covers every de- 
mand, every price range, every 
need in circulating und rad:ant 
oil-burning heaters. The designs 
have fresh “eye appeal” that ho!ds 
attention, creates desire. A new 
degree of heating efficiency and 
economy is built into every one 
of the five units, from one to six- 
room capacities. 


REMARKABLE NEW RANGE 
Our new cooking range, six-lid 
capacity, specially designed for 
oil, actually has the speed and 
convenience of gas, the economy 
of coal. It is a sales-leader for 
you! The new-design portable 
radiant heater sales will again 
run into thousands this year— 
a highly profitable item. Ger 
your share! 


EIGHT EXCLUSIVE FEATURES 
The Radiant line is not just 
another line of oil heaters. There 
are eight outstanding and exclu- 
sive features which make it THE 
line for 1934. Just one feature 
alone, the STABALITER — the 
patented automatic lighting device 
—puts the Radiant head and 
shoulders above the parade. All 
these points of superiority are 
fully explained in our literature 
which is available to you on re- 
quest. Write today for full de- 
scription, prices, liberal discounts. 














RADIANT PRODUCTS, Inc. 
129 Radiant Bldg. Akron, Ohio 
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Brooklyn Store Enters 78th Year 


Thos. Grogan’s Sons See Great Changes 


HIS year marks the one hun- 

dredth anniversary of the 

founding of the former city of 
Brooklyn—now a borough of the 
city of New York—as well as the 
seventy-eighth year of the firm of 
Thomas Grogan’s Son, 403 Van 
Brunt Street, Brooklyn. Today 
Thomas and Paul Grogan of the 
third generation of the Grogan 
family operate the store, which is 
located in the Erie Basin section. 

Back in 1856, when Brooklyn 
which lost its identity as a city in 

898, was growing rapidly the 
grandfather of the Grogan brothers 
entered business as a hardware man 
and ship chandler. The firm has seen 
sailing ships crowded from the basin 
by steamers. Today the presence of 
a sailing ship is unusual. 

When the present premises were 
first occupied forty-four years ago 
the Erie Basin was a family neigh- 
borhood. All that has changed—the 
section is given over largely to in- 
dustry. The founder made all the 
tinware he sold and did considerable 
business in household needs—today 
ships and industry bring most of 
the trade. 

The year the Grogan store was 
started Brooklyn experienced a yel- 
low fever epidemic on ships anchor- 
ed in the harbor. In 1857 the polic- 


Z 





The old Grogan Store 


ing of the old city of Brooklyn was 
taken over by the Metropolitan police 
system, which patrolled parts of sur- 





rounding counties still independent 
of New York City. From 1850 to 
1860 Brooklyn’s population by in- 





Thomas and Paul Grogan 


creased immigration and absorption 
of neighboring villages increased 
from 96,850 to 266,661. Brooklyn 
saw hard times during 1863 when 
there were draft riots. With a popu- 
lation that year of 295,000 the city 
was giving relief to nearly 23,000 
people. 

Today Grogan’s occupies the 
major part of the two buildings 
shown in the photo. When the busi- 
ness moved there forty years ago 
only part of the buildings was oc- 
cupied by the store. Fixtures then 
were of a type now long obsolete. 
Today the store has considerable 
merchandise on panels and open dis- 
play tables. 

So well known is the Grogan store 
that deliveries are made to all parts 
of the port of New York, including 
the New Jersey side of the harbor. 
When Admiral Byrd outfitted the St. 
Chantier for his North Pole Expedi- 
tion Grogan Brothers received the 
contract. 

Thomas Grogan is active in local 
association affairs and is a_ past 
president of the Brooklyn Hardware 
Association. 
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You could save enough 
i wiahé be worth your while to 
experiment with different quali- 
ties in rivets; and take a chance. 
But’ can you make a rivet ‘‘first-— 


cost’’ saving that will warrant this? 


TUBULAR 
RIVETS 


Are Quality Rivets 
Dependable-Inexpensive 


The fact that TUBULAR RIVET & STUD COM- 
PANY Rivets are 100°7, usable—and inexpen- 
sive besides—substantiates this belief. 

These Rivets protect the quality of your work- 
manship ... and are thoroughly dependable. 
We know you will find them satisfactory in 
every respect. 


TUBULAR RIVET BOSTON, 
& STUD CO. MASS. 
a . 
Oo 

















The largest factory in the world devoted to the manu- 
facture of Tubular and Clinch Rivets 


13, 1934 





“MY NEIGHBORS 
TOOK PITY ON ME” 


“My husband is away frequently on long business 
trips so I drive the car much more than he does. 

Taking the children to school in the winter has 
always been a big task. It meant shoveling a lot of 
snow after every storm. Time after time my neigh- 
bors took pity on me and helped with the shoveling. 

One of them finally suggested that we switch to 
Stanley ‘Roll-Up’ Doors, which he said would operate 
easily regardless of snow or ice outside. 

We ordered one of these doors from the hardware 
dealer, and was I thankful? Last winter, in spite of 
record snow storms, I drove the car out and in without 
the slightest trouble with the doors.” 


Don’t overlook the ladies in your selling of Stanley 
“Roll-Up” Doors. They appreciate the advantages of 
this excellent equipment even more than the men. 
And remember, “Roll-Up” Doors are equally well 
suited for doors in service stations, fire houses, and 
commercial and industrial buildings. 

i Write for full details on 
the complete line of 
; Stanley Door Equipment. 
THE 
STANLEY WORKS 


New Britain, Conn. 


LSTANLEY J 


STANLEY Mote 
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Better 
PIPE 
TOOLS 







Patented 














Features that Close Sales 
With ARMSTRONG BROS. Pipe Tools you | 
have a decided selling advantage... have | 
tools with extra features that close sales— 
patented features, alloy steels, drop forg- 
ings, hardened parts; 
lighter, stronger tools 
that make work easier 
and faster. 
ARMSTRONG BROS. 
Pipe Tools comprise 
the most complete line | 
made, with each an 
improved tool with the 
“quality” balance and 
finish. They are better | 
tools and better selling 


tools that bring cus- 
tomers back and build | 
business, 





Write for Catalog 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People”’ 
314 N. Francisco Ave., CHICAGO, U.S.A. 





H IAS | 
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The host of unusual little luxuries and per- 
sonal services through which the Benjamin 
Franklin recognizes, and treats, each guest 
as a definite individual — plus a new and 
livelier tempo—make this a really different 
hotel. Reasonable prices—another “modern” 
attraction. 












Single Rooms 
from $350 


Double Rooms 


1200 Outside 


Rooms 
1200 Modern 





CHESTNUT AND NINTH STREETS, PHILADELPHIA 
E. LESLIE SEFTON, Managing Director 


The Largest Unit in the United Hotels Chain 
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How to Differ Without 






Giving Offense 


By MANDUS E. BRIDSTON 


HE customer who says that the 
price is too high—that she 
can get it cheaper elsewhere 
—that she is going to look around 
for something less expensive, because 
it is foolish to spend that much— 
here you have samples of situations 
which occur every day in selling. 


And—words are your only weapons 
of defense. 

Mis-used weapons they are, often, 
as in the case of the young man who 
told his customer: “Well, the peo- 
ple who got stung on cheap stuff, 
don’t squawk about the prices for 
the better quality.” 








SALES LIABILITIES 


SALES ASSETS 





“If you want a good article, you have to 
pay for it, you know.” 


“It may seem expensive now, but when 
you consider (giving additional points 
making it worth more to the customer) it 
is really a wise. investment.” 





“| know that we have the best prices in 
town.” 


“Women who have shopped the town tell 
us that they can’t duplicate these prices 
anywhere.” Or— ‘Customers tell us 
that—” 





“But you can’t afford to be without this—”’ 


“You have a substantial investment in 
your home (automobile. business, coat) 
and you will be protecting it by buying 
this ————_”” 





“If you buy a cheaper quality, you’ll be 
sorry.” 


| find it easiest to sell quality to the cus- 
tomers who bought too inexpensively the 
last time.’’ 





“Well, | haven’t seen A’s merchandise, but 
if that is what he’s asking for it, that’s all 
it is worth.” 


“Merchant A is more qualified to tell you 
the value cf his merchandise than | am.” 





“But | think this material is too loosely 
woven to be practical--’’ Example of 
objection to specific feature of article. 





“You are right in judging a soft finish as 
impractical, but in this case, the long fibres 
of wool are used—not the combings which 
produce the impracticality you refer to.” 
Agree with the customer on broad gen- 
eralities, thus paving the way for a subtle 
refutation. 





U.S. Population Increase 
Slows Up 


(Continued from page 42) 


These higher standards are expected 
as a matter of course, due to advance 
in invention and technical processes. 

But the ease of sales which come 
from ever-increasing population will 
be gone. Theoretically, when popula- 
tion is stationary, there is no poten- 
tial customer to take the place of the 
customer you just sold. 

“Real wages” will increase in one 
way or another. Employers en masse 
will rediscover that the best way of 
combatting the effects of a stationary 
population is to increase consumer 
purchasing power, living standards, 
outlet for more stuff to the popula- 
tion we have. 


Demand for houses, and house 
furnishings, supplies and_ services 
will be at peak during next 10 years 
because marriages will be at peak. 

Shifts of population will cause 
most large cities to shrink—generally 
bad for intra-city real estate and mu- 
nicipal bonds. City taxes probably 
will increase as cities lose popula- 
tion, taxpayers. Suburban property 
ought to be in continually greater 
demand. Industry will gradually de- 
centralize to smaller cities, and many 
workers will have more than one 
job, more than one economic leg to 
stand on. 
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|pons 


»ften, 
who 
peo- 

stuff, 

; for 





hen 
ints 
r) it 


tell 
ices 
us 


- in 
sat) 
fing 


us- 
the 


you 
m.” 


las 
res 
ich 
to.”’ 
jen - 
btle 


ouse 
vices 
years 


ause 
rally 


ably 
yula- 
erty 
ater 
: de- 
nany 

one 


f4 to 











Cross Sterilized 





by positive control of 
quality create consumer 
confidence - samples if 
you want em. 









Ask your jobber 





WW. CROSS & CO. INC. 
EAST JAFFREY N.H. 























GRANITE STATE LAWN MOWERS 


The Granite State White Mountain Mower is a new type, open 
spoke wheel, ball bearing mower, with five blades. Every bear- 
ing equipped with automatic oiler assuring thorough lubrication 
and preventing dust getting in bearings. 

New Self-Adjusting Ball Bearings keep cylinder in adjustment 
and make a better cutting mower. 

This mower marks a long step forward in efficiency. Send for 
lafest catalog describing full line of mowers and the Capitol 
Trimming and Edging Machine. 


Granite State Mowing Machine Co., Hinsdale, N. H. 


John T. Rowntree, Inc. George P. Barth C. W. Pitt Manufacturers’ Agency 
Los Angeles, Calif. 1139 ge _ N. W. Cor. Fifth & Arch Sts. 


San Francisco, Calif. Detroit, Mic ; Phiiadelphia, Pa. 
Seattle, Washington 
Portiand, Oregon C. R. Littlefield Bobrick & Wesselmann 
Denver, Colorado 722 Chestnut St. 737 Prospect Ave. 
Salt Lake City, Utah St. Louis, Mo. 


Cleveland, Ohio 


Louis Williams & Company 
Nashville, Tenn. 
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FOR Thanksgiving 


a 





NORTON 
PIKE KANTBREAK 


Every man who carves needs 
one of these dependable 
sharpeners the year ’round, 
but most of all at Thanks- 
giving time. Be ready to meet 
the demand that is sure to 
come. 

One dozen packed in 


, sales-compelling 


counter stand. 


Retails at 50¢ each 








NORTON 
PIKE QUICKCUT 


An inexpensive, serviceable 
sharpener unsurpassed in its 
price class. A fast moving, 
profitable item. 


One dozen packed in 
a colorful display box. 


Retails at 20¢ each 


v 





THROUGH ALL LEADING JOBBERS 


norton / BEHR-MANNING S# 


VBRASIVES PROY., N.Y. AND BRANCHES 


Quality Coated Abrasives Since 1872 


SALES REPRESENTATIVES IN U.S. A. FOR 
NORTON PIKE PRODUCTS 
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What's New 


for Retail 
Hardware Stores 


Atkins “Better Homes” 
Headquarters Campaign 


To help dealers make sales on materials 
and equipment for improving the home. 
E. C. Atkins & Co. offers bulletins on the 
Atkins “Better Homes” Headquarters Plan. 
Included in the plan is complete window 
display material. The plan is designed to 
tie in with the National Housing Act and 
the building and repairing activity which 
will result and to give impetus to the in- 
creased interest in home workshops. Some 
of the topics in the bulletins are “Why 
Better Homes Are the Best Investment”: 
“Why 12 Million Homes Need Repairs 
Now”; “Why Two Million New Homes 
Are Needed”; “How to Contact Contrac- 
tors, Bankers and Carpenters”; “How to 
Operate a Home Owners Campaign With 
Letters to Home Owners.” and “Store Ad- 
vertising Ideas.” E. C. Atkins & Co., 
Dealers Service Department, 402 S. Illinois 
St., Indianapolis, Ind. 


Hercules Powder “Skeet 
and Trapshooting” Booklet 


The latest rules and much practical in- 
formation on skeet and trapshooting are 
contained in the “Skeet and Trapshooting” 
booklet just issued. On trapshooting there 
is included: description of the sport, trap 
layout, purchasing of equipment, selecting 
gun and load, shooting position, amateur 
trapshooting association, publicity, etc. 
There is a description of skeet and details 
as to its origin, variations, equipment, shoot- 
ing procedure, rules, regulations, layout of 
fields and descriptions of types and gages 
of skeet guns. This booklet, which is at- 
tractively printed with many illustrations, 
including model course layouts and club- 
houses, contains 64 pages. Copies available 
from Sporting Powder Division, Hercules 
Powder Co., Inc., Wilmington, Del. 


G. E. Home Workshop 


This G. E. Home Workshop is a compact 
combination of tools—saws for wood and 
metal, with tilting saw table, sander disk. 
jig saw, etc. Although designed primarily 
for boys it is also made to appeal to adults. 
It weighs about 100 Ib. and lists at $99.50. 


General Electric Co. first showed and dem- 


onstrated it at the recent annual fall con- 


66 








- 








New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 














| Ps ese y eee capes | 








vention of the company’s specialty appli- 
ance sales department. General Electric 
Co., Specialty Appliance Sales Dept., Nela 
Park, Cleveland, Ohio. 


Evansville Hammer With 
““Zapon-Grip” Handle 


The “Zapon-Grip” handle is of non-slip 
type and is moisture proof, says the maker. 
This hammer is drop forged of special heat 
treated steel, with milled claws and beveled 





poll. Handle is of selected white hickory, 
carefully shaped to fit the hand and fin- 
ished with “Zapon-Grip,” a new finish. 


Counter display illustrated is given with 
each order of six of these hammers. Dis- 
play box which is finished in attractive 
colors takes small space. Suggested retail 
selling price $1.00. The Evansville Tool 
Works, Inc., Evansville, Ind. 


Display Stand For 
Arrow Window Cleaners 

Here’s the display stand for “Arrow’ 
window cleaners. Finished in four colors 
it is designed for counter or window use. 
Built to prevent tipping. It measures 16°% 





inches high and 1714 inches wide at the 
top. The base of this steel stand is 9 
inches by 5 inches. Particulars as to how 
to obtain the stand may be had from 
Greenview Mfg. Co., 2557 Greenview 
Avenue, Chicago, Il. 


Stoeger Si'ver Jubilee 
Arms Catalog No. 25 


The Silver Jubilee Catalog No. 25 to be 
ready for mailing on Sept. 10 will 
contain more than 6000 arms items and 
more than 3000 illustrations. A complete 
section in the catalog will be devoted to 
listing more than 2000 parts for gun models 
made by manufacturers in this and other 
countries. Catalog No. 25 which contains 
304 pages may be obtained by sending 50c. 
in money order, check, stamps or coin 
to A. F. Stoeger, Inc., 507 Fifth Ave., New 
York City. 
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HUSKY 


It’s hard to improve on an alread 

freezer, but this year we've a. 
nished the Husky tub to make it more at- 
tractive and to eliminate soil through handling 
and red-lacquered the sturdy cast main frame. 
Packing also made more substantial to prevent 
breakage in transit. Comes in four popular sizes 
as last year. ° ° ° e P 


The IGLOO Galvanized 


The low price which you can 
offer this freezer for makes it a 
natural leader to higher-priced 
(and more profitable) freezers of 
our line. A _ galvanized tub 
freezer that is at once sturdy and 
efficient. Makes uncommonly 
good ice cream. 








another BIG Conco Year.. 





...and here’s why: 


FREE! A kit of dealer sales helps that 

will stop prospects before your windows 

and pull buyers into your store. 

A COMPLETE line of freezers, a freezer 

for every purse and freezer for every 

size requirement. 

Stocks can be kept complete through 

prompt shipment from our middle-west 

manufacturing plant, should jobbers’ 

stocks become depleted. 

The new GRAINED FINISH on the 

Penguin and Dolly Madison models, and 

the pleasing green and ivory colot com- 

bination. 

Soin features on the other freezers 
Oia the line which make them better 

values than ever. 


The Re-Styled PENGUIN 


We’ve “shot the works’’ in restyling the beautiful 
triple-action Penguin. Same sturdy cast main frame, 
but ‘‘streamlined’’ in the modern manner. Attractive 
green and ivory color combination, and a new permanent 
label. Fully encased gears, too, and convenient handles 
instead of the conventional bail. 





Ask Your Jobber, or write 


Conco Engineering Works 


MENDOTA, ILLINOIS 











JOBBERS! For samples, complete information on the 1935 Conco 
line, and details of our Dealer Sales Helps material, write us at once. 











Regular © 
Cabinet i os 


Regular and Cabinet 


“Regular” pattern in 10 sizes. Blade length 2) 
in. to 12 in. Length overall 614 in. to 18% in. 
Diam. 3/16 in. to 7/16 in. 

“Cabinet” pattern in 8 sizes. Blade length 2! in. 
to 12% in. Length overall, 6% in. to 16% in. 
Diam. 3/16 in. in all lengths. : 
“Special” pattern in 2 sizes, 1% in. and 1% in. 
blade lengths. Length overall 5% in. and 7% in. 
Diam. 3/16 in. and '%4 in. 


, 


E 


lectrician 


Machinist 


Electrician and Machinist 


Same construction as others. 

“Electrician” pattern made lighter, in 8 sizes. 
Blade length 214 in. to 1244 in. Length overall 
614 in. to 1644 in. Diam. of blade 3/16 in. in all 
lengths. 

“Machinist” pattern in 5 sizes, Blade length 12 in 
to 30 in. Length overall 21'4 in. to 404% in. Diam. 
of blade 4 in. in all lengths. 

All patterns 4 doz. in box. 











TORRINGTON, CONN. 


Get a grip on trade with— 


CHAMPION 


Screw Drivers 


These popular Screw Drivers hold customers because 
they hold screws. They are slotted exactly right, 
sturdily made and always grip, turn and drive screws 
straight home with little effort. 

Carpenters, mechanics, cabinet-makers, electricians 
and home owners all use and recommend them. Every 
CHAMPION Screw Driver is so constructed that the 
blade cannot possibly work loose and turn in the 
handle. 

Easy to sell because favorably known for over 45 
years. Made in 5 patterns and 25 sizes from the tiny 
14 in. Special to the Giant 30 in. blade size. 


Send for New Tool Catalog. 
Your Jobber will supply you. 





Reg. t S. Pat. Oi 


Established 1854 


New York Office, 151 Chambers St. 





1934 


SEPTEMBER 13, 
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Standard Tool Issues 
General Catalog No. 34 


This catalog, which is in a flexible bind- 
er, lists Standard Tool’s twist drills, ream- 
ers, taps, dies, milling ¢utters, drill chucks 
and miscellaneous small tools. It shows the 
latest revisions in prices and changes due 
to standardization of certain sizes. There 
are more than 300 pages of illustrations 
and descriptions. The subject of lubrica- 
tion is given a full page in the catalog. 
There are tables of; decimal equivalents, 
and cutting speeds as well as codes for; 
diameters, quantities and lengths, ques- 
tions, answers and instructions and alpha- 
betical and numerical indexes. The 
Standard Tool Co., 6900 Central Ave., S. E.., 
Cleveland, Ohio. 


Frigidaire Offers 
Small Refrigerator 
Having a door opening upward from the 


top rather than from the front outward, 
this Frigidaire unit has a suggested retail 














selling price of $77.50, delivered and in- 
stalled, plus freight charges. Of 2-cu. ft. 
food storage capacity, it is finished in white, 
moisture-resisting, smudge and stain-proof 
deluxe, with porcelain interior. Stands 36 
in. high, 21 in. wide and 21 in. deep. Has 
one large ice tray freezing two pounds of 
cubes. Mechanical unit is one-twentieth 
horsepower, hermetically sealed compressor. 
Frigidaire Corp., Dayton, Ohio. 


Burgess No. 1100 
Flashlight Display 

This permanent display stand No. 1100 
for Burgess flashlights is made of heavy 
wire, electrically welded and with attrac- 
tive baked on enamel finish. Display stand 
given free with purchase of 11 cases in a 
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popular assortment of flashlight cases. This 
permanent compact flashlight department 
can be stood on the counter, in the window 
or hung on the wall. Illustrated catalog 
describes stand and assortment. Burgess 
Battery Co., Freeport, Ill. 


Coleman Pressure 
Gasoline Lamps 

The improved gasoline pressure lamps in 
the Coleman line have new styles and fin- 
ishes. Producing up to 300 candlepower 
of light, they are offered in a variety of 
models listing from $5.95 up. Bases finished 
in Indian bronze and silvertone with deco- 





rated parchment shades to match. Inner 
mica globes protect mantles from drafts 
and insects. New high-efficiency, Jumbo- 
size generators accommodating wide range 
of fuel are designed to give long service. 
Rotary lever, built-in, operates a_ little 
needle which cleans generator tip, prevent- 
ing stoppage and making generator last 
longer. May be operated while lamp is in 
use. Several dealer helps are available, in- 
cluding a Visionscope for use in testing 
home light, are being distributed by the 
company. The Coleman Lamp & Stove Co., 
Wichita, Kan. 








Corbin Offers Two 
Narrow Backset Locks 


Both these Corbin locks have fronts only 
1% in. wide making them applicable to 
thinner doors now in use with modern ma- 
terials and construction. These narrow 
backset locks may be used on glass paneled 
doors or other doors with narrow stiles. 
Particularly adaptable to tubular, hollow 
metal or wood doors. Guarded type front 
and strike, protecting latch bolt. Of heavy, 
substantial construction. One has ordinary 
single plug cylinder for ordinary work while 
the other has large master-ring cylinder for 
use in extensive masterkey systems. Each 
may be operated by cup-escutcheon and 
ring handle or lever (a new line of which 
has also been developed for use with these 


0} of] 























yo Vy 


and other sliding door locks), and each can 
be furnished to operate by key from one or 
both sides. Locks and cup-escutcheons 
fully described in two inserts to Corbin Gen- 
eral Catalog (pages 364B and 428A). P. & 
F. Corbin, New Britain, Conn. 


Norge Mystery Model 
For Promotional Purposes 


Here’s Norge’s mystery model electric 
refrigerator in a marble finish. It was 
built primarily to increase store traffic and 
only a sufficient quantity was produced to 
enable each dealer to have and display one 
“mystery model.” Norge Corp., Detroit, 
Mich. 
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tebe 
Pure Oi) Colors 


ef >t 
Cole olin ome 


—__ us 


Another Leader by SHEFFIELD 


**Leaders of the Industry” 





PURE OF COLORS 


in the new, practical, economical 


HALF PINT TUBES 


No Waste . No Skinning Over 








A heaping half pint of triple ground Pure Oil Color in every tube 





Beautiful Display This stunning New! 


lacquer - fin- 


@ tral green) all . SHEFFIELD 
KLEEN -A- PAINT 


metal floor or 
> ‘ ; * ONE POUND) 
counter sales-making display given FREE ia ‘ aie ty 
. © No SJecru ping « o 
with each order for full assortment of 3 . s 








tubes of 20 colors. Be sure to get it. PAINT IT ON 
. WIPE IT OFF 
Write AT ONCE for full details and An unusual valueg. 
. s . . sue e 
confidential jobbing prices retailing at only #&*D 





Fast Sales, too, on Sheffield Bronzes in Glass 

Vials - Bronze Combinations - Bronze ““Duo Jars” - Ready Mixed Bronze - 
Kleen-A-Brush - Iron Enamel - Wood-Fix - Three Star Floor Cleaner 
Crack Filler - Oil Colors—Tubes or Cans - Stencils - Poster Show Card 
Colors - Waterproof and Drawing Ink - Transfers - Mirro Metallics - Bulk 
Bronzes - Nu Way Liquid Wax. 


THE SHEFFIELD BRONZE POWDER & STENCIL COMPANY = ‘Clevevinn. ono. 





ONE 


GOOD TURN DESERVES 


ANOTHER 


Life is just one gay whirl on the unique 
Merry-Go-Round Bar at the Ritz-Carlton .. . 
Especially after a busy day at the Convention 
..- Won’t you drop in and go ’round with us? 


ATLANTIC CITY 


HOSPITALITY AT ITS BEST 


The luxury and intimacy of an exclusive seaside club ... A grand tradition 
of superior service, excellent cuisine and utmost luxury. This . . . and 


much more... for 


special convention rates—as little as $5 a day for one; 


$8 for two; European Plan. Make your headquarters here while attending 
the American Hardware Association Convention. 


THE RITZ-CARLTON 


ATLANTIC CITY _ NEIR. MESSICK, Manager NEW JERSEY 


Directly on the Boardwalk at Iowa Avenue 


National Hotel Management Co., Inc., Ralph Hitz, President... Also New Yorker and Lexington 
New York; Book-Cadillac, Detroit; Netherland Plaza, Cincinnati; Adolphus, Dallas; Van Cleve, Dayton. 











WORK-KING 
GLOVES 





Gloves and Mittens 
That Wear and Work. 
A Staple Line. 
Quick Turnover. 


Made by— 
LIVERMORE FALLS GLOVE CO. 
LIVERMORE FALLS MAINE 





Please order from your Jobber 











For use on all Gasoline 
Pressure Lamps and Lan- 
terns. We offer three types 
of Manties—No. 333 Heavy 
Weave Rayon Mantle, No. 
161 Cotton Mantle, and 
No. 2 Single Weave Rayon 
Mantle. All three types 
acid-free and sealed in 
moisture-proof cellophane 
envelopes, dozen-size boxes 
and gross-size display car- 
ton. From your jobber or 
write us direct. 


LINDSAY LIGHT CO., CHICAGO, U.S. A. 














LADD’S DISCOUNT BOOK 


Indispensable for 

Progressive Hardware Merchants 

576 pages, 300,000 calculations, giving net 
of any amount at a wide range of simple and 
combination discounts, and other valuable 
commercial computations Useful for buying 
and selling by discount, for pricing and check 
ing invoices, for figuring inventory, making 
selling prices, ete. 

Cloth Bound, $10.00; Flexible Leather, $15.00, 

postpaid. 


J. Fred Wright, Publisher 
90 Everit Street, New Haven, Conn. 
Accurate, Rapid, Practical 








ROCHESTER ADJUSTABLE 
SASH BALANCES 

A product of Guar- 

anteed quality. Real 

profit in handling 

them. 


Write for prices. 





Rochester Sash Balance Co., Ine. 
Rochester, N. Y. 








The Original 


“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 


Sole Manufacturer 
596 Atlantic Ave.. Boston, Mass. 














KRUSTOFF 


Cleans and prevents 
rust on polished top 
enameled stoves . 
ovens... furnaces... 
stove-pipes .. . tools 
machinery. 


Made and sold by the 
makers of Stovink. 


SORENESS LASSER TORY, 


Worcester, Mass. 








““No-Draf” Ventilator 

A strong glass ventilator in a metal 
frame. Bevelled edge glass is easily re- 
moved. Wind is deflected toward the ceil- 
ing. Holes in the bottom of ihe ventilator 
let water out. Decorative glass panels are 
available for use in bedroom and _ bath- 








room. Easily installed or removed it is 
offered in two heights, three colors and 
three sizes, all adjustable. The 12 in. size 
opens to 24 in., the 18 in. size to 36 in. and 
the 24 in. size to 48 in. Circular matter 
available. No Draft Ventilator Co., 55 E. 
llth St., New York City. 


**Sani-Set”” Mouse Trap 

This mouse trap is easily baited, set and 
emptied. Jaws of trap are opened by press- 
ing two jaw arms together and with the 





index finger of the left hand lifting trigger 
up clear of the jaws. Bait is packed in 
box, trigger is dropped back into place 
and trap is set and ready for action. 
Mouse is disposed of and the end of the 
jaw arms are pressed together releasing 
the mouse and resetting trap at the same 
time. It is unnecessary to touch the mouse 
when disposing of it. Pickering Mfg. Co., 
1040 W. Eastland Ave., Nashville, Tenn. 


G. E. Refrigerator 
Listing at $77.50 

This G. E. LK-l electric refrigerator, 
weighing 140 lb., measures 21 in. wide, 
23% in. deep and 36 in. high, and has a 
suggested retail selling price of $77.50. 
Designed for small families with low in- 
comes. Cabinet constructed of a one-piece 
steel outer shell and one-piece inner liner, 
welded and sealed at all joints. Has 2-in. 
insulation, white Glyptal-baked enamel ex- 
terior and white stain-resistant porcelain 
interior. Opening from top it has refrig- 
erating unit in bottom of cabinet. Stain- 
less steel freezing plate folded into shape 
and welded at all joints. Both ice trays in 
direct contact with freezing surfaces. Two 
aluminum ice freezing trays hold 10 cubes 
each. Wire food basket and food rack. 
“Zone” control comprises “on” and “off” 
switch and overload protective device on 
back of cabinet. Control definitely set to 
maintain proper cabinet air temperature 





and compensate for room temperature 
changes. General Electric Co., Specialty 
Appliance Sales Dept., Nela Park, Cleve- 
land, Ohio. 


Reeves Improved 
Airtight Wood Heaters 


Offered in four models these heaters 
have extra heavy roll top with fuel hole 
collar and stove pipe collar drawn from 
one piece. Built in check draft. One 
piece deep drawn cover has large nickeled 
ornament—hinged to fuel collar opening. 
Top and bottom double seamed to body 
with reinforced bottom. All sizes furnished 





with four cast legs. Heavy leg cleats 
riveted to bottom. Made from Reeves cop- 
per alloy uniform blue steel sheets. The 
Dover model, illustrated, has sloping ash 
pouch with six inch pressed steel hinged 
ash door equipped with cast iron wheel 
draft regulator. Furnished with or with- 
out lining. Each of the four models is 
available in several sizes—two models lined 
and the other two are offered lined and 
unlined. Circular matter available. The 
Reeves Mfg. Co., Dover, Ohio. 
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BLUE STREAK DAMPERS 


Accurate in size and smooth in finish. 
All steel spindle increases its strength and 
has a sharp ground point for easy piercing 
of stove pipe. Reversible blade permits 
spindle to be inserted in either side. Cool 
nickled coil handle. Spindles finished in 
attractive blue. Made in wide variety of 
sizes. The popular 6” size has name “Blue 
Streak" cast on blade. 


These colorful Dampers are fast movers 

. now is the time to stock them... 
ake Arcade Pokers and Lid Lifters. 
Write for Arcade Hardware Catalog No. 
103. Order from your jobber. 


ARCADE MFG. CO., FREEPORT, ILL. 


ARCADE 


HARDWARE 

















ack Stove 
lumbers’ Tire and 
Register Sink 
m= Safety BOLTS 
Furnace 
Ladder Machine 
Sash Screw 
CHAINS ee SCREWS 


—_— Speedometers 
S.A.E. 
Escutcheon Plain Tachometers 
PINS S. A. E. 
Castellated 
NUTS 
THE CORBIN SCREW CORP. 


THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 


NEW BRITAIN, CONN. 


Warehouses: 


New York Chicago 
Philadelphia 
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If you sell tacks, why not sell 
a brand with superior, time- 
tested quality—plus box safety 
and convenience. These four 
ATLAS items are packaged in 
the popular “flat style" '/g lb. 
boxes that promote customer 
goodwill and bring quick, 
profitable turnover. Packed in 
colorful, self - selling counter 
Display Cartons. . 


Distributed through 
Hardware Jobbers 


ATLAS TACK 
CORPORATION | 


Fairhaven, Massachusetts. 














Brass - - - Copper 


Antique Bronze 








SUPER APEX 


Electro -ZINC - plated 


HANOVER 











Higher Quality Merchandise 
at No Higher Price 


Ask Your Jobber 


HANOVER WIRE CLOTH Co. 











Stainless Steel 
Special Alloys 
Aluminum 


Pennsylvania 
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REPUTATION 


Bemiss St. 


Ss pravucto MILLDALE, CONN. 





Changes 


New products and new 
trade names are constantly 


being added to the listings 


for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad to serve you. 


HARDWARE AGE 


239 West 39th St, New York City 





d Time-Tested 
PRODUCT AND 


CLARK BROS. BOLT CO. | 





© GLARK BOLTS | 











How's The Hardware Business 


(Continued from page 47) 


Lumber production has been re- 
duced, after expanding over a period 
| of several weeks. The recession fol- 
| lowed the drop in orders which in the 
preceding three weeks was exceptional. 
Construction contracts awarded in the 
first half of August amounted to $4,- 
495,400, on a daily average basis, com- 
pared with $4,603,807 daily rate for 
July. oss 


The Portland cement industry in 
July produced 8,134,000 barrels, 
shipped 7,893,000 barrels, and had in 
stock at the end of the month 21,- 
842,000 barrels. Production in July 
showed a decrease of 5% per cent and 
shipments a decrease of 9.2 per cent 
as compared with July, 1933. Stocks 
at mills were 10 per cent higher than 
a year ago. The industry has great 
hopes of betterment through the frui- 
tion of the many Federal projects now 
contemplated. , 4, x 


While the general average of 
industrial activity was lower, employ- 
ment gained during the last two weeks. 
This has been attributed solely to the 
expansion of Federal appropriations 
and to the many public projects un- 
der construction. Employment, hours 
of work, and average weekly earnings 
declined more than seasonally in July 
(from June), according to the monthly 
report of the National Industrial Con- 
ference Board. The number of wage- 
earners employed decreased 2.9 per 
cent, total man-hours worked declined 
6.5 per cent, and there was a decrease 
in payrolls of 6.5 per ceai. 

* * *% 

Collection and sales reports, is- 
sued by the National Association of 
Credit Men for August, showed that the 
drop from July levels was small. Corre- 
spondents reported that strike condi- 
tions have retarded earnings and cvl- 
lections in some localities, notably on 
the Pacific Coast. Florida, however, 
reported the best summer in several 
years. Collections were spotted 
throughout Iowa. Mid-Western states, 
suffering from the severe drouth, 
showed a slowing of collections, but 
held an increase in sales of 25 per 
cent over the first seven months of last 
year, despite July and August drops. 

* * * 


The International Statistical Bu- 
reau, Inc., estimates the 1934 ¢otton 
crop at 8,383,000 bales, against the 
government's Aug. 1 estimate of 9,195,- 
000 bales. Condition of the crop was 
reported at 54.6 per cent of normal, 
against the ten-year average of 59 per 
cent. Yield per acre was estimated at 


163.9 Ib. 





Business failures in August were 
a little higher than in July but with 
the exception of that month were the 
smallest for any month since October. 
1920, according te Dun & Bradstreet, 
Inc. The record shows 939 failures 
in August against 912 such defaults 
in July. The gain between July and 
August, however, was without signifi- 
cance since there was considerable re- 
duction in liabilities. 


&* 2 & 


Bank clearings suffered a slight 
setback the last week in August, but 
the decline continues almost entirely at 
New York City. Compared with the 
same week of last year, there was a 
loss of 7.0 per cent, contrasting with 
a gain of 0.9 per cent in the previous 
week. .- + « 
Railroad freight traffic through- 
out the United States increased 4952 
cars, to a total of 605,516, in the Aug 
25 week, compared with the preceding 
week, but was still 31,994 cars below 
1933. This gain is far below the rise 
usually shown toward the close of Au- 
gust, which has averaged approximately 
25,000 cars for the last ten years. 
Shipments by rail now have lagged 
for nearly two months, during which 
period freight has fallen off more than 
6 per cent. Consistent decreases have 
been reported, compared to 1933. Traf- 
fic authorities believe there will be a 
pronounced pickup after Labor Day. 
Stiff resistance to the railroads’ appli- 
cation for rate increases is expected 
from shippers whose traffic would, un- 
der the roads’ proposal, bear increases 
up to 10 per cent above present rate- 
The higher rates requested vary for 
different kinds of traffic and for dif- 
ferent sections of the country. 


* + %* 


Electric power output made a 
slight decrease in the last week re- 
ported. There was, however, an _ in- 
crease over a year ago of 1.1 per cent, 
compared with an increase of 1.5 per 
cent the week before. 


* + 


With the third quarter nearing a 
close. mest factory statements will show 
smaller profits than for the first half- 
year, and will make an unfavorable 
comparison with the record for the 
third quarter of 1933. Reduced earn- 
ings are the natural result of the 
lessened rate of industrial activity since 
June, and the lower prices set on many 
manufactured products, with main- 
tained or higher costs on raw materials 
and labor. 
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for the TRADE 


READY _~ 


| 


LATEST PRICES e 





Sensational GUN CATALOG Ready! 


304 PAGES © 12,000 ITEMS e 4000 
NEWEST ARMS @ UP-TO-THE- MINUTE 


STOEGER’S GUN CATALOG &« HANDBOOK 


The Silver Jubilee Edition No. 25 
Here is the reference book and price guide every dealer should have . . 
(8 x 10" size) BOOK containing the greatest collection of gun information and listings 
from all leading American and Imported Arms and Ammunition manufacturers as well 
as a complete gun parts section and hundreds of gun accessories. It answers virtually every 
question your customers may ask you. Keep it on hand as a ready reference book. 
SEND 50c IN CHECK, COIN, MONEY ORDER OR STAMPS FOR THIS CATALOG 
(The great expense of compiling, printing and mailing this 304 page 
volume makes a charge of 5 


ILLUSTRATIONS 
INFORMATION 


a 304 PAGE 






Oc necessary.) 


7. Cae OP 14 OD ORES OD (ae Oa On 
AMERICA’S GREAT GUN HOUSE 


507 


New York 











The President 


ATLANTIC CITY'S NEWEST BOARDWALK HOTEL 


cordially invites you and your friends to make it your 
headquarters while attending the conventions in 
October of the National Wholesale Hardware Asso- 
ciation and the American Hardware Manufacturers 
Association. 


500 Rooms with Fresh and Sea Water Baths 
American and European Plans 
Service Bar and Grill 
Swimming Pool 


MAKE YOUR RESERVATIONS EARLY 
Special Rates 











Fifth Avenue ( at 42nd Street ) 


| 


| 
\ 





HUNTERS 
ARE 

GLAD 

to Get This COMPLETE KIT 


W HEN you’re fitting out customers for hunting always 
sell this complete, convenient pack containing all 





three of Hoppe’s gun-protecting necessities. They are 
glad to get them all in one compact PACK, handy and 
already packaged. ...And each time you profit by bigger 
unit sales. 


HOPPDE'S.:..::.. PACK 


contains 1 Bottle Hoppe’s No. 9, the famous bore cleaning 
solvent that removes leading, metal fouling, residue, 
rust; 1 can Hoppe’s Lubricating Oil, finest oil you can 
sell for gun-actions or any light mechanisms; 1 tube 
Hoppe’s Gun Grease—the ae-nentraliang rust-preven- 
tion coating for gun bores and all exposed metal parts; 
a supply of Cleaning Patches; and a Gun Cleaning Guide 
—all in one neat carton. Costs the hunter an even dollar 
and he pays it gladly. 


Order Hoppe’s Gun Cleaning Packs from your Jobber 
now and PUSH PACKS this hunting season. 


FRANK A. HOPPE, Ine. 


2314-A N. 8th St., Philadelphia, Pa. 


NEW YORK: Ed. W. Simon Co., Inc., 302 Broadway 
LOS ANGELES: H. L. Bowlds, 108 West 2nd Street 








The amateur at once becomes an ex- 
perienced Glass Cutter. 


Pat. Pending 


160-16 Jamaica Avenue 





A Revolutionary Improvement in GLASS CUTTERS with OILMATIC 
The Only Self-Oil-Feeding Glass Cutter on the Market 


A sure cut with each stroke of the wheel. 


surface of the glass. 
are especially hardened, tempered and precision honed and 
interchangeable. 

OILMATIC A LIFE TIME TOOL 


OILMATIC GLASS CUTTERS, Ine. 














Oil, the secret of a sure cut, 
flows into the cut as the wheel rolls over the 
No more cold cuts. Our wheels 


cs Jamaica, New York 
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When the Leaves Begin 
To Turn 


(Continued from page 39) 


Federal Housing Administration was 
launched. Skeptics contend that 
the scheme will fail because prospec- 
tive borrowers still feel insecure as 
to their incomes and their jobs. But 
modernization enthusiasts liken these 
doubters to the farmer who, seeing 
a giraffe for the first time, declared: 
“There just ain’t no such animal.” 
In other words, one can’t say that 
people won’t borrow because they 
are already doing so. 

Whether the loans made in the 
early stages of a program that is still 
very young really portend its suc- 
cess, time alone will tell, but it can 
at least be said that the project is 
sound. It involves no invasion of 
the loaning business by the Admin- 
istration. The Government _ itself 
does not lend a dollar. Its place in 
the scheme is to insure the lending 
agencies against loss, thereby mak- 
ing a minimum rate of interest pos- 
sible. 

To the extent that this program is 
successful—and makers of building 
materials and equipment are giving 
it hearty support—the forces that 
make for greater activity in the au- 
tumn will be bolstered. Perhaps, 
after all, some of the gloom hanging 
over the business world will begin 
to lift when the leaves commence to 
turn. 


May Surpass His 
Store Record 


(Continued from page 38) 


balance due when the first install- 
ment of the hog money comes in.” 
Mr. Metcalf watches the records 
of marriage licenses, and keeps his 
ear to the ground for reports of 
coming marriages. If the young 
couple does not come to the store 
soon, he makes them a visit or has 
his salesman visit them, and makes 
many range sales as well as sales of 
other items for the household. This 
system of watching the marriage 
records is being followed by Metcalf 
much more closely now among the 
farmers than in the past few years, 
since the corn loans make many sales 
possible which were not possible a 
year or two ago. At that time, a 
great many young farm couples 
started housekeeping with old stoves 
some relatives had given them. 


74 


Primghar is a village of 962 in- 
habitants. Nearly all of the range 
sales are coming from the rural sec- 


tion, and that is where the Metcalf 
advertising and canvassing effort is 
being expended. 





N. R.A. Announces New 
Code Groupings 


(Continued from page 27) 


retail sale. Coordinating machinery, 
however, will be established for uni- 
form trade policies between divisions 
one and ten, and if later found de- 
sirable the food distribution codes 
are arranged so that they can be 
readily grouped with other distrib- 
uting trade groups. 

The entire structure thus created 
is regarded as sufficiently rational- 
ized for both Government and _in- 
dustry purposes at this time, but it 
is not inflexible and several divi- 
sions, which adjoin in the classifica- 
tion may, if advisable, later be 
transferred without dislocation to 
the whole plan. 

It is NOT proposed by NRA that 
industries consolidate their codes 
into the 22 master classification, nor 
is it intended that any direct link 
or liaison, but the whole plan is 
based on natural definitions, of in- 
dustries and trades as written by the 
industry and trade group thereunder. 
within industrial channels be erected 
to draw them together. 

The code mergers which are ex- 
pected to result eventually will take 
place between units of almost identi- 
cal economic interest whose separa- 
tion at this time is based on arbi- 
trary and personal rather than eco- 
nomic reasons. A tentative objective 
has been an overall total of about 
250 pacts instead of the present 682. 

Trade associations will be encour- 
aged to retain their separate identi- 
ties even when the code group is 
merged. At present some codes 
actually embrace as many as 30 sep- 
arate trade associations, each col- 


lecting statistics and* carrying on 
technical work under the general 
supervision of the master code 
group. 

To make possible the transfer now 
ordered, without interruption of ad- 
ministration, the codes were gone 
over one by one; the definitions of 
each were studied; the deputies in 
charge were consulted; the code 
authorities of many were called in. 
As a result every completed or pend- 
ing code was moved individually to 
a definite and acceptable place. 

It is expected that industries will 
move toward code mergers as they 
gain administrative experience, both 
to bring themselves into better coor- 
dination with kindred groups and to 
reduce the unit cost of administra- 
tion. 

Studies of code expense to indus- 
try now are being made both in NRA 
and outside to reach the minimum 
consistent with effective administra- 
tion. Preliminary indications are 
that there is room for very marked 
overhead reduction, and the experi- 
ence of the Administration in watch- 
ing the operation of codes indicated 
that marked savings to industry will 
result in the groupings of smaller 
industries into larger administrative 
units. 

Until the present classification was 
undertaken, the codes had been as- 
signed partly by relationship to one 
another, but especially to fit the spe- 
cial abilities of division administra- 
tors. This basis for assignment was 
essential in the early rush days of 


NRA. 





Westinghouse Three-Lite 
Lamp For Indirect Portables 


This “Three-Lite” lamp has two fila- 
ments designed to consume 100, 200 or 300 
watts in indirect portables. Light from 
100 watt filament alone provides soft glow 
of illumination, 200 watt filament provides 
enough light for reading near lamp, while 
300 watts from both filaments give excel- 
lent lighting for bridge, and other indoor 
games. Similar in design to single fila- 
ment 250 watt, G-30 bulb Mazda Indirect- 





lite lamp introduced last fall, in that it 
also has a G-30 inside frost bulb. New 
features; mogul screw base slight increase 
in both overall and light center lengths. 
Double contact base with 200 watt filament 
connected to center or contact button and 
100 watt filament connected to ring con- 
tact surrounding it. This lamp must be 
burned in a base down position only. 
Maximum overall length is 6%” and light 
center length is 3%”. List price $1.40 
each. Westinghouse Lamp Co., Bloomfield, 
N. J. 
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The SEASON IS ON! —Stock —recommend and sell 


R. MURPHY’S | °sttee’ 











SELLERS 


All 
Patterns STAY SHARP Paper Hangers’ 
Boston ~ Knives 
New York Shoe Knives 
sci OYSTER | *" 
Rubber Knives 


Providence 
New Haven 
Crisfield 


Clam Knives 
Mackerel Knives 
Sloyd Knives 
Cigar Knives 
Pruning Knives 
Oilcloth Knives 
Plaster Knives 
Kitchen Knives 
Stencil Knives 


KNIVES 


The knives preferred by 
expert workmen. These 
knives bear the famous 
R. MURPHY stamp —a 
guarantee of perfect work 
knives of every descrip- 
tion for 84 years. Forged 
blades. Popular wood 
handles that stay set and ar 
afford a perfect grip. Manual Training 
Write for complete cata- Knives 

log. Rocfing Knives 


ROBERT MURPHY’S SONS CO., Ayer, Mass., Est. 1850 












“Hammer them in!” 


Women, who like to hang pictures in every 
room, like the new 


MOORE 
Aluminum Push-Pins 


because they are so easily inserted in wood- 
work or plaster walls. Won’t mar wall- 
paper. Hold tightly. Six for 10 cents. In 
Window-front Packets. 
Ask your Jobber for our small 
Counter Display. It makes sales 


MOORE PUSH-PIN CO. 


113-125 Berkley St. Philadelphia, Pa. 




















MANUFACTURERS ATTENTION ! 


A manufacturer, rated AAAI, doing a national business 
through Hardware, Electrical, and Automotive jobbers is 
interested in securing one or two new re-sale items. 
Product must have merit with unusually large sales pos- 
sibilities on national basis. Prefer standard replacement 
item for any of the above classifications of trade outlets. 
Possibly you have a product now, but due to your particu- 
lar type of selling and distribution you cannot realize its 
full sales volume. 


Write us full information. An interview will 
be arranged. 
Box No. 484 

C/O HARDWARE AGE, NEW YORK CITY 














FROM THE TOP IS THE CORRECT 
SCIENTIFIC METHOD OF VENTI.- 


see one 





FOR THE WINDOWS 
GIVES YOU THE AIR 
THE RIGHT WAY 
Teace \P aan 
Patented Other Pat's Pend 
Simple in construction. Combined ventilator 
and shade holder. Does not have to be removed 

to close or open window. That's why it is 


setunc 9Be ITEM 


possessing many exclusive patented features. 


GET THE FACTS 

















VENTILATING PRODUCTS CORP. 
1841 Broadway, New York City 








CUSTOMERS ASK FOR 
CLANCY 


“SURE-GRIP” 


GALVANIZED STEEL 


HOSE CLAMPS 


—STOP THOSE LEAKS— 


Easy on the Hose 
Permanently Tight 


J.R. CLANCY, Inc. 


Syracuse N. Y. 

















New Improved 
ccYfantel Clock?’ 
Desiqu Wo. 624 


UNIVERSAL 
KITCHEN SCALE 























HANDY SIZE—24 LB. CAPACITY 
6 IN. DIAL 





LANDERS, FRARY & CLARK 
NEW BRITAIN, CONN. 














The Story of the 
“WANT AD” 


A Business paper’s value as a vehicle for 
“Want Ads” depends upon how widely and 
thoroughly it is read in its field. Q Every 
classified advertiser in placing his adver- 
tisement in HARDWARE AGE offers spon- 
taneous evidence of his conviction that this 
paper is most widely and thoroughly read 
in the hardware trade. 





Year after year HARDWARE AGE has led its field 
in the volume of classified as well as display adver- 
tising published. Its classified columns have proven 
a valuable aid in bringing together buyer and seller, 
employer and employee. Those who contact the 
hardware trade most closely know, from observation 
and experience, that HARDWARE AGE is most 


widely and thoroughly read by live hardware men. 


- ++ HARDWARE AGE - - - 








SEPTEMBER 13, 1934 












The next issve of the Catalog 
and Directory Number of Hard- 
ware Age will be published Sept. 
27, 1934. It is a condensed cata- 
log of manufacturers of hard- 
ware and kindred merchandise 
in one handy volume for ready 
reference. 


Pawtucket, R. 1.: Where can we 
obtain a stock of live tropical fish? 
Henderson Hardware Co. 

ANSWER: Empire Tropical Fish 
Import Co., 37 Murray St., New York 
City; M. & N. Y. Tropical Fish Dis- 
tributors, 2146 Amsterdam Ave., New 
York City; Aquarium Stock Co., 174 
Chambers St., New York City, and 
Wm. Tricker, Inc., Saddle River, N. J 

* * * 

MAMARONECK, N. Y.: Where can we 
get: (1) raffia in bunches, to be used 
for tying up plants and flowers?; (2) 
soil-testers to retail for 50c.? and (3) 
Massey Dust, an insecticide? Your 
“Who Makes It?” service has been a 
great help.—R. G. Brewer, Inc. 

ANSWER: (1) Chas. W. Jacob & 
Allison, 160 Water St., New York City; 
W. & A. Leaman, 17 State St., New 
York City, and McHutchison & Co., 95 
Chambers St., New York City. (2) 
Kalo Co., Quincy, IIl., and Hellige, Inc., 
179 E. 87th St., New York City. (3) 
Grasselli Chemical Co., Inc., Cleveland. 
Ohio. 

* * on 

Mixan, Mien.: Provide address of 
the J. B. Crofoot Co., manufacturers of 
stapling machines.—Milan Hardware 
Co. 

ANSWER: P. O. Box 783, Chicago, 
[ll., Factory is located at Mt. Prospect, 
Ill. 

* * * 

MAHONINGTON, Pa.: Who makes the 
Food Saver, a revolving, enameled con- 
tainer for refrigerators? Meyer & 
Weller. 

ANSWER: Scurlock Kontanerette 
Corp., 332 S. Michigan Ave., Chicago 
Ill. 
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same articles. 


28, 1933. 


ttonm or issue. 


Lovineston, Va.: Where can we pur- 
chase glycerine and carbolic acid in 
bulk lots?—Bailey Spencer Hardware 
Co. 

ANSWER: Glycerine—Grasselli 
Chemical Co., Cleveland, Ohio; M. 
Werk Co.. Murray Ave., Cincinnati, 
Ohio, and Harshaw Chemical Co., 1933 


E. 97th St., Cleveland. Ohio. Carbolic 
Acid — Grasselli Chemical Co., 621 
Euclid Ave., Cleveland, Ohio; Mallinc- 


krodt Chemical Works, Second St., St. 
Louis, Mo., and Monsanto Chemical 
Co., 1736 S. Second St., St. Louis, Mo. 


* * * 


Wesster, Mass.: Who makes Waxoil 
for floors?—-Waite Hardware Co. 

ANSWER: Mystic Wax Co., Med- 
ford, Mass. 


* * * 


Port Cuester, N. Y.: Where can 
we buy Vulcot waste baskets ?—Mufls, 
Hoffman & Co., Inc. 

ANSWER: National Vulcanized 
Fibre Co., East Wilmington, Del. 


* + 


Wicuita, KAn.: Furnish address of 
the Universal Cabinet Co.—The Steel 
Hardware Co. 

ANSWER: 823 Monroe St., St. Louis, 
Mo. 


* + * 


Ciarks Summit, Pa.: Who makes 
Tootsie toys?—L. W. Bunnell. 

ANSWER: Dowst Mfg. Co., 4537 
Fulton St., Chicago, Il. 


* * * 


Manitowoc, Wis.: Furnish names 
and addresses of several manufacturers 
of dandelion eradicator liquids.—J. J. 
Stangel Hardware Co. 


ANSWER: James Dood, Inc., 2110 
E. Susquehanna Ave., Philadelphia, 
Pa.; C. B. Dolge Co., Westport, Conn., 
= Grasselli Chemical Co., Cleveland, 

hio. 





Who Makes It ? 


Information regarding sources of supply as provided readers 
of Rardware Age by the Who Makes It? Editor is here pre- 
sented as an aid to others in the trade who may be seeking the 
The inquiries reproduced have been selected be- 
cause of their general interest to hardware merchants and buy- 
ers. This editorial feature in each issue supplements the ser- 
vice rendered by the “Who Makes It?” issue published on Sept. 
When writing to the firms mentioned, state that you 
saw the product listed in Hardware Age “Who Makes It?” sec- 





What Readers Say About 
Our Directory Number 


CINCINNATI, OHIO: “Regard- 
ing the ‘Who Makes It?’ issue, 
for which we thank you. 

“It is the most complete in- 
formation on the subject, we have 
seen. It will help materially in 
finding the odds and ends, so 
often asked for.”—The Pickering 
Hardware Co. 











BeRNARDSVILLE, N. J.: Provide names 
and addresses of manufacturers or im- 
porters of Venetian blinds.—Gianquitti 
& Corrado. 

ANSWER: Mackin Venetian Blind 
Co., Kankakee, Ill.; J. G. Wilson Corp., 
9 E. 38th St., New York City, and 
Burlington Venetian Blind Co., Burling- 
ton, Vt. 

* * * 

Wicuita, Kan.: Furnish address of 
the Jacobs Stove Co.—The A. J. Harwi 
Hardware Co. 

ANSWER: Jacobs Mfg. Co., Bridge- 
port, Ala. 

* * * 

Sprinc Vauiey, N. Y.: Who makes 
model aeroplane kits that retail for 
25c.?—Kaplowitz & Alpert, Inc. 

ANSWER: Paul K. Guillow, Wake- 
field, Mass. 

* * * 
Advise where we can 
shavers.—Yellow 


Cuicaco, ILx.: 
obtain round ice 
Front Hardware. 

ANSWER: Arcade Mfg. Co., Free- 
port, Ill.; Grey Iron Casting Co., Mt. 
Joy, Pa.; Wrightsville Hardware Co., 
Wrightsville, Pa., and Gilchrist Co., 
236 Bank St., Newark, N. J. 


* * * 


St. JosepH, Mo.: Who makes the 
Knoxall wire stretcher? — Neudorft 
Hardware Co. 

ANSWER: Starline, Inc., Howard, 
Ill. 
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NEWLY DESIGNED 
U. S. ENAMELED WARE 


Brass Chrome Plated Covers 


\ line of extreme beauty with a new quality—STAIN- 
LESS ENAMEL, an insurance against staining and tar- 
nishing. Furnished in three  finishes—White with 
Black Trim, French Ivory with Red Trim and India 
Black, Red Trim. 

Moderately Priced 

Write for Prices 


UNITED STATES STAMPING COMPANY 


Quality Enameled Ware 


MOUNDSVILLE, W. VA. 











QUALITY CUSTOMERS 
STAY SOLD 


The hundreds of mechanics and home 
tool users who buy Nicholson Files stay 
sold on these tools and stay sold on the 
store where they got them. 

The quality of Nicholson Files makes 
satisfied customers, permanent customers. 

At your jobber’s. Nicholson File Com- 
pany, Providence, Rhode Island, U.S. A. 


NICHOLSON FILES 


FOR EVERY PURPOSE 





PROFITABLE 





Whether you sell Gardiner Repair- 
All (Acid-Core) Solder in 1 and 5 
pound spools to the large users— 
mechanics, repair men, manufac- 
turers and farmers — or in the 
handy little household packages 
your full margin of profit is as- 
sured. 

Because of modern production 


methods this high quality solder 
sells for less than ordinary solders. 









Your jobber can supply you with 4821 So. Campbell Ave. 


all sized packages. Chicago, Illinois 











Nodelt. 


COW TIES 


Other Hodell Chains 


WELDED—Proof Coil Chain @ Steel 
Loading Chains @ Trace Chains @ Well 
Chain @ Log or Binding Chains 
@ Heel and Butt Chains @ Breast and 
Wagon Chains @ WELDLESS—Tie 
Outs @ Coil Chain @ Pump Chain ®@ 
Porch Swing Chains @ Dog Chains WELDED AND WELDLESS 
@ Sash Chain (Welded Pattern shown) 


THE CHAIN PRODUCTS CO. 


3934 Cooper Ave., Cleveland, Ohio 
Established 1886 























Equipment For Range and Fuel Oil 


OPENINGS FOR : Tanks, 
Stands, 
Faucets, 
Gages, 

Vents, etc. 


ECONOMIC 
Steel RackCo. 


Everett, 
Mass. 




















ILCO QUALITY PRODUCTS 


Padlocks, Night Latches, Door Closers, 
Key Blanks and Key Cutting Machines, 
bearing the ILCO trade mark, represent 
the finest in materials and workmanship. 
Look for full page announcement! 
in an early issue of Hardware Age 


INDEPENDENT LOCK COMPANY 
Fitchburg, Mass., U. S. A. 


THE SYMBOL OF SUPREME LOCK PROTECTION 














Silver Lake Sash Cord 


GUARANTEED FOR 20 YEARS 
Identified by the name SILVER LAKE 
stamped on every foot of cord 
EDDYSTONE~— a superior sash cord 


ane we ng hick Testa “a 
long wearing and of high quality  Displ ay Caceaia 


san 


PELHAM~—-guarantees satisfaction TUBEHANKS 


our exclusive Put-Up 
ie @ @) 58D) 


Silver Lake Co. 


BENGAL —a good competitive cord Newtonville, Mass. 
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BRUSH-NU COMPANY | 


BALTIMORE MARYLAND 
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Use the “Classified Opportunities Section’? to Reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 
CLASSIFIED ADVERTISING THE FOLLOWING RATES BOXED DISPLAY RATES 

RATES | apply to “Help Wanted,” “Business Oppor- MON cc ccceccccccccccccscesoce $5.00 
| tunities,’ “Sales Accounts Wanted” and Each additional inch ...........++: 4.00 
“Sales me Wanted” advertise- Discounts for Classified Advertising ‘ 
uit | ee 4 insertions, ff ; insertions, 15 off. 
Positions Wanted Adver- | Set Solid, Maximum of 50 words..... $3.00 Duc to the special rate “hese discounts de 
tisements at Special Rate of Py additional word . seeeeeeees .06 aati. 
i apitals, Maximum of 50 words.. 4.00 " 
t a word, minimum Each additional word ....-...--. 06 | Thursday Classified forme close 13 Days 
one cen 9 * Allow Seven Words for Keyed Address. anand to date of publication. “i 
fifty cents per insertion. Remittance Must Accompany Order Address your advertisements and replies to 
HARDWARE AGE, Classified Opportunities, 
| Send check or money order, not currency 239 West 39th St., New York City. 
Samples of merchandise, literature, catalogs, etc., will not be forwarded 

















BUSINESS OPPORTUNITIES SALES ACCOUNTS WANTED SALES REPRESENTATIVES WANTED 
| ¢ 

OPPORTUNITY TO REDUCE YOUR IN- | q Exceptional Opportunity For Manufacturers 
VENTORY. We are in the market for Job | We Bacar’ yg ge oc, rege by Bog Rserct ESTABLISHED MANUFACTURERS’ REP- 
Lots. Seconds, Discontinued Items, Close-outs, | sertions peraietie New ¥. - . Cc a gr ges ae sc. RESENTATIVE HANDLING WELL-KNOWN 
etc.. of Hardware, Mechanics’ Tools, Electric | ample room space, together with salesmen ailing hardware lines desires experienced hardware sales- 
Appliances, Housefurnishings and Cutlery. Send on the trade, will prove a great advantage to you. men for Connecticut and western Massachusetts, 
samples and quote your prices for the lot. Ad- | We are interested only in manufacturers that are also for northern New England, where founda- 
dress Charles Weiland, Inc., 149 Chambers St., | willing to stock merchandise, Our name is known tions have been laid for development of splendid 

° ° to the trade since 1886, and we desire additional 1! Sella Must i ; ee f 1 1 
New York City. | lines—winter goods, galvanized ware, factory, ma- yusiness. Must know trade from actual sales 
a chinists’ supplies, nuts, bolts, replacement parts experience. References first letter. Address Box 
: — service. Address Box B-482, care of HARDWARE B-492, care of Harpware AGE, New York City. 
ON ACCOUNT OF DOCTOR’S ORDERS AGE, N. Y. C. 











will dispose of my hardware business, located 
in business section, in good manufacturing city —~——— $$$ 
of 40,000. Surrounded by good farming ierri- REPRESENTATION PENNSYLVANIA, 
tory in central Indiana. Will invoice around | NEW JERSEY, DELAWARE, MARYLAND. 





$12,000 Established 30 years Reasonable rent | District of Columbia and New York State. Old hb glad, PROPOSITION a SALES. 
am doing a paying business. Address Box B-4¢8, | 2stablished manufacturers’ agent with excellent M EN WANT rr to sell new distinctive line of 
care of Harpware AGE, New York City. selling record offers first class representation vo garden tools—widely advertised—to the Hardware 

and Seed Trade-—-Commission basis. Unques- 


manufacturers of Hardware, Electrical Supplies, 
Sporting Goods or anything sold to Chain Stores, 
— ——>—————=— | Department stores, Housefurnishing, Electrical or 


tionable references required. In reply, give de- 
tails as to business experience, territories cov- 
ered, number of manufacturers now represented. 





Hardware Jobbers. We have been calling or. lin poetic Add iB Stag ane ; 
> > Pp : this class of trade for the past twenty years and cS Carrie. AGES BOK foNyes, Care 
SALES PROMOTION have yet failed to put over a worth-while line. | HARDWARE Ace, 802 Otis Bldg., Chicago, Il. 

outane —— | Volume guaranteed if we take line on. At pres- 
ent we represent five nationally known lines. _ en er en 

FORMER EDITOR OF “DRILL CHIPS” | Address Box B-500, care of HARDWarE Ace, New 
can assume one additional house magazine in | York City. ie ee an : ee eacse 
hardware manufacturing field. Personally pre- | —— —-- ~ _.LARGE COMPETITIVE LINE OF ELEC 
TRICAL supplies can be had by reliable man 


pared and keved to your sales program. No FORMER HARDWARE JOBBING EXECU- sup _ ci had le man 
“syndicate. C. H. Handerson, 36 Park Avenue, TIVE, BUYER for 27 years with nationally a Phe in Pacis ae agg ye Be 


Old Greenwich, Conn. > : - : 
F known jobbing house, desires to represent a select (outside of metropolitan Philadelphia), western 

list of hardware manufacturers in the Twin Cities | pennsylvania, New Jersey, Washington, D. C. 

— — aa | and _contiguous territory. Have intimate knowl- | We are well established jobbers doing large busi- 


St ha Saas a0 somecions. "Gils camber ness with Philadelphia hardware stores. Address 

ACCOUNTING SERVICE ance in territory mentioned. If you are looking ~~ le care of HarpwareE Ace, New 
for a man with long experience, clean record and 
demonstrated sales ability, write me your propo- 
sition. Address Box B-462, care of Harpware | — —_——_—_—— ee 
Ace, New York City. 
Bookkeeping Service by Bonded Accountants ‘ WANTED: SOLE DISTRIBUTORS FOR a 
If your business is medium sized, we NEW LINES WANTED—OLD AND ESTAB- | fact selling housefurnishing item--a durable gloss 
have a moderate priced service which LISHED MANUFACTURERS’ REPRESENTA- | ¢uish for floors. furniture, linoleum. concrete 
calls for executing all your bookkeeping TIVES With MANY YEARS OF SUCCESS | 2c and other foot tuaterials, elinbile concern 
and accounting requirements by our FUL SELLING EXPERIENCE IN THE | in position te handle this product can secure 
bonded bookkee spers weekly. SOUTH AND SOUTHWESTERN STATES exclusive territories Address Masson’s "Dosa 
THIS not only reduces your a but DESIRES ONE OR TWO NEW LINES ON Products. 160 Sth Aetiinn New "athe City i 
renders BETTER ant MORE ADE- SALARY OR COMMISSION BASTS. WE : , ‘ ihe = 
QUATE SERVICE AT LOWE Rm COST. COVER THIS TERRITORY WITH MEN 
Interested in inquiries from manufac- WHO KNOW THE TRADE AND ARE CA- | ——— —--—-— - - 
turers and retailers in New York City PABLE OF GETTNG YOU BUSINESS. AD- 
and vicinity. Moreover you might be DRESS BOX B-450. CARE OF HARWARE SALESMEN: WE HAVE. TERRITORY 

ot EO. mae - + “ * 














interested i ur regular Monthly Audit AGE, NEW YORK CITY. ee , ; 
cae ee a pees ae om = OPEN for new housefurnishing lines of Alumi- 
; . Jare, C Jare, Stainless Stecl Ware. 
Costs, Budgets, Systems, Tax, Financial Statements WANT CONNECTION WITH ESTAB- | Pum, Wate, Copper Ware, Steisiess Steet Ware. 
Fer lntermation _— MANUFACTI oo for Ohio on jobbers and premium users. Full particulars on 
WRITE WILLIAM FRANK en years’ experience selling automotive hard- request. Address Sales Manager, Aluminum 
a 19 20!st St., Hollis, L. 1. ware and radio accounts. Am now employed | products Company, La Grange, Illinois. 
427 t 5ist St., New York, N. with large wholesale house, but desire a good : 4 , 
or call Missouri 7-4237 Ties 5-8383 repeating line direct to dealer. Will consider 








any fair working arrangement as am more inter- | ———— 
ested in future possibilities. Address Box B-497, 
care of Harpware AGE, New York City. SALESMEN TO HANDLE HIGH-GRADE 
ee ao ees LINE grinding wheels and sharpening stones as 
MANUFACTURER’S REPRESENTATIVE, | side line on commission basis. Prices that will 
covering Illinois very thoroughly except Chicago, get business. Choice territory now open to men 














ADVERTISING—HOME STUDY selling only two short lines, can handle additional who are well acquainted with hardware jobbers. 
quality line for retail hardware and kindred trade. | Goodrich Grinding Wheel Company, 1500 W. 
_ —____________ | Known to the trade for years. Hundreds of es- | Madison Street, Chicago. 


tablished accounts in cities and towns, large and 
small, over entire state. Address Box 235, Peoria, 


ADVERTISING—HOME STUDY. THE AD. | III. 
VERTISING MINDED hardware’ merchant ; nS 
makes the most money. Send name and address MANUFACTURER'S AGENT LOCATED IN WE WANT SALESMEN calling on Electrical 
for booklet outlining new home study course. | New York City, with four traveling salesmen | Dealers—Jobbers and Department oll as well 
Hundreds of successful retail merchants have | covering New York. New Jersey, Pennsylvania. | as Hardware Field—to offer a newly patented, 
graduated from this old established school. Write | Delaware and export trade, desires an additional needed electrical attachment retailing at popular 
today. Address Page-Davis School of Advertis- | account of major importance for the hardware | price. Write at once for our circular and state 
ing, 3601 Michigan Avenue, Dept. 248 C, Chi- | trade. Commission basis. Address Box B-464, | what territory you travel. Address: Gardella 
cago, Il. care of Harpware AGE, New York City. Mfg. Co., 9312 Cassius Ave., Cleveland, Ohio. 
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e CLASSIFIED OPPORTUNITIES e 





SALES REPRESENTATIVES WANTED 


| 


| 


POSITIONS WANTED 





WANTED — BY WHOLESALE 
WARE JOBBING house, salesmen to travel in 
New York City Metropolitan Area. None but 


experienced in selling hardware need apply. Ad- 
dress Box B-493, care of HArpwarE AGE, New 
York City. 


SALESMEN TO SELL ON COMMISSION 











Staple Article of Merit to the Wholesale Hard- 
ware Trade. State territory you cover. Address 
Box B-495, care of Harpware Ace, New York 
City 
HELP WANTED 

WANTED: HIGH GRADE PAINT AND 
hardware salesman for paint, hardware and 
builders’ supply department of retail lumber 
yard. Must have plenty of experience and past 
record to satisfy an exacting manager. If you 


Address Box 
New York City. 


cannot 
B-496, 


qualify do not answer. 
care of Harpware AGE, 


WANTED: YOUNG MAN EXPERIENCED 
IN retail hardware and electrical appliance ner- 
chandising. Located on Hudson within 75 miles 
of New York City. Advise experience and salary 
expected. Address Box B-499, care of HARDWARE 
AGE, New York City. 


HARD. | 











Our 





Hardware Personnel 


FROM THE MANAGER TO THE 


DELIV 


WHOLESALE 


files contain 


applications of 
hundred experienced and 


ployees in the hardware 


NO CHARGE TO 
FOR THIS SERVICE 


If we can be of any help to you, just phone 


ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street 
WIS. 7-1802, 1803 


ERY BOY 


RETAIL 


several 
well-trained em 
industries. 


EMPLOYERS 


New York City 








TOOL 
GRESSIVE, 
Salesman 


AND SPECI 


would 


tv the Jobbing Trade. 


as far as 
and hav 
ness and 
respondence invited. 


HARDWA 


Montana. 
e been 
holding it. 


convincing, 
like to 


Experienced in 
successful 


ALTY SALESMAN. AG 


experienced traveling 
represent Manufacturer 
Have covered the U. S. 
advertising 
in building new  busi- 
Excellent references, cor- 


Address Box B-502, care of 
rE AGE, New York City. 
T CONNECTION WITH ESTAB- 


WAN 


LISHED 
Pacific Coast. 
mill supply, 
record as 


usual 


MANUFACTURER for California or 
Wide experience selling hardware, 
electrical and automotive jobbers. Un- 
salesman and 
bank and commercial references and bond. 


Best 
Liberal 


manager. 


arrangement with reliable concern offering perma- 


neni connection with future. 
HARDWARE AGE, 


care of 


Address Box B-444, 
New York City. 








No. 355—Roost Proof 
Flock Feeder. 5 ft. 
galvanized trough, 
wire guards, and 
flanged edges prevent 
waste. Write for 
Catalog and prices. 


ine to 
handle. 





2305 Davis St. 





Voe’s Line—Always the symbol of Excellence 
and Value in Poultry Equipment. 
vlete line, everything needed, and a profitable 





HOEFT & COMPANY, INC. 
North Chicago, III. 


A big com- 















. Bes—- 28-0 





To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 


the red, white and blue surface markers in 34 inch diameter and larger. 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 
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WATERPROOFED - GUARANTEED 






FOD> ET 
USE in ANYTHING 


BOSTON N 


BOSTON WOMEN HOSE & 





The Bristles Can’t 


BOs iZ) Boston Nozzle. Never 
. equalled in quality. 
NOZZLI Simple. Substantial. 


I SPRAY NOZZLE 


POSITIONS WANTED 





EXECUTIVE LIVING IN CLEVELAND 
WITH experience in selling, buying and factory 
management is looking fer connection in this 


a reliable Manufacturer as Sales 
Representative. Have following with Industrials, 
Jobbers and Hardware Trade. excellent’ refer 
ences. Address Box B-494, care of HaArpware 
AcE, New York City 


territory, with 


AVAILABLE IMMEDIATELY AS SALES. 
MAN COVERING Metropolitan New York and 
surrounding area, including Long Island. Ex- 
perienced in general retail hardware, housefur- 
nishings and mill supply lines. Have wide trade 
acquaintance in this territory and can furnish 
satisfactory references. Address Box B-477, care 


YOUNG MAN, thoroughly experiences in Re- 
tail Hardware, Paints, Sporting Goods and Kin- 
dred Lines and now managing a small store, de- 
sires change with a future. Capable of buying, 
selling, bookkeeping, stock-keeping, departmental 
or store management. Address Box B-485, care of 
Harpware AcE, New York City. 


YOUNG MAN, 21, expert locksmith, experi- 
enced hardware clerk. Expert on metal doors, 
Fox locks, etc. Handy in repairing door checks, 
glazier work, odd electrical jobs, saw sharpening, 
etc. Expert mechanic. Address: Isidore Polonsky, 
364 South Ist Street, Brvuoklyn, N. 


EXPERIENCED HARDWARE 
wants position anywhere in Illinois. 
of references; twelve years’ full 


SALESMAN 
Can give best 
line hardware 





experience. Reasonable wages considered. Address 
Box B-487, care of Harpware AGe, New York 
City. 
















Most imitated nozzle on 
the market —that’s the 


Fastest seller anywhere. 
Each nozzle packed in 
separate carton. 12 car- 
tons in full color 
| lithographed dis- 
play packages. 


THE 
BOSTON 
NOZZLE 


O7ZLI 


RUBBER ¢ 





BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 
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Sells for much less! 
Lasts far longer! 


Strong line wires are only 4” apart. Stiff 
one-piece, picket-like stay wires are only 
2”’ apart—practically unclimbable. Keeps 
prowlers out. Keeps children and valu- 
able property safely in. Square Deal knot 
holds ith vise-like grip. Lasts far longer 
than ordinary protective fence. Yet se//s 
for much less than chain link fabric. 


(59) Fights rust 2 ways 

Keystone Non-Climbable Fence fights rust 
years longer—both on the outside and in- 
side of the wire. First, because its Gal- 
vannealed outer coating is two to three 
times heavier than on some ordinary gal- 
vanized fence Second, because its real 
copper bearing 1n1.<* section resists rust 
twice as long as steel without copper. 


Get samples, prices, details 
Keystone Non-Climbable Fence comes in 100 
and 150-ft. rolls; 36, 40, 48, 60, 72 and 84-in. 
heights; 11 and 1214 gauge. Posts, attach- 
ments, gates to match. Write for samples, 
prices. Also for catalog, agency details on 
Red Brand hog, field and poultry fence, and 
wire and fencing products—today. 


My: 
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Chic-Mesh Fence wire, en- 
larged to show the heavy 
Galvannealed outer coating. 


KEYSTONE STEEL & WIRE CO. 
859 INDUSTRIAL ST., PEORIA, ILL. 


Chic-Mesn Fence 
wire, enlarged to Show the 
real copper bearing inner 
section. 





KEWSTORE 
NOn-CLIMBABLE rnc’ 


FENCE 


Fights xt 2 Ways! 


GALVANNEALED Copper Bearing 
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“It’s the '‘BOY-PROOF’ 


"features that appeal to me" 


“A man never gets a chance to grow 
old in a position like mine. Every year 
a new group of youngsters come into 
my class, wild-eyed to make something. 

In spite of repeated lessons on the 
use and care of each tool, there is always 
a lot of thoughtless misuse and acci- 
dental dropping of the tools. 

The Stanley people are as familiar 
with what happens to tools in a school 
shop asI am. They have cut down our 
replacement budget by designing tools 
which are immune to most of the abuse 
a group of 14-year-olds can give them. 

We call the tools ‘Boy-Proof’.” 


4 * ° > 





STANLEY 
BALL BEARING 
BIT BRACE 


No. 923 at $5.00 


The ever increasing school market is 
just another important one which looks 
to “The Tool Box of America” for its 
requirements in long lived, serviceable 





tools. As a dealer you can make more STANLEY 
money and satisfy every tool user by — re 


concentrating on the Stanley line. You 
can meet competition in every price 
range with tools of better quality. 


No. 1151 at $2.25 


. 
STANLEY TOOLS of Highest Qual- \\ 


ity —the choice of artisans for over 
80 years. 

STANLEY FOUR SQUARE TOOLS 
—unusual tool values. 

STANLEY DEFIANCE TOOLS — 
low priced, practical tools for the occa- 
sional user. 





STANLEY DEFIANCE 
BIT BRACE 


No. 1253 at $1.00 
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EDAGES 


GLUE 


LEPASES CASEIN GLUE 
LEPAGE'S LIQUID SOLDER 
LEPAGE'S GRIPSPREADER MUCILAGE 
LEPASE'S COLD WATER WALL SIZE 
LEPASE'S WATERPROOF CEMENT 
LEpAGe’S PAPER-HANGERS PASTE 


RUSSIA CEMENT CO.,GLOUCESTER MASS. 

















) ACCO SWIVEL 
ROPE SNAPS 


FILL MANY USES 
PRICED RIGHT TO SELL 
ASK YOUR JOBBER 
A product of 


AMERICAN CHAIN COMPANY. Inc. |. 
BRIDGEPORT. CONN. 


Por 















The SHERMAN line sells 
readily and profitably— 
gives complete satisfac- 
tion. It includes: Port- 
able Spray Heads, Stay- 
fast Series Sprinklers, 
Hose Nozzles, Hose 
Clamps, Standard and 
Clinching Type Hose 
Couplings and Mend- 
ers, Rose Sprinklers 

and kindred fittings 

of lasting quality. 





Sherman Wrought 
Brass Hose Clamp 
( Patented ) 


Sherman 
Wrought 
Brass Hose 
Couplieg 


Sold through Jobbers. 
( Patented) 


H. B. SHERMAN MFG. CC®. 


Battle Creek Michigar 








[UFAIN TAPES— 
RULES and TOOLS 


In distributing them the dealer sells perfect 

satisfaction in the form of accurate mark- 

ings, easy, convenient operation and long 
service. Handle them with confidence. 


Send for Catalog 


THE [UFHIN foULe C0. 


SAGINAW, MICHIGAN 


106 Lafayette St., New York City 
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for UIL STOVES-RANGE BURNERS 





attractive, fast-movina 
item. Descriptive folder 
and prices from your 


jobber. 


THE RAYBESTOS DIVISION of 
Raybestos-Manhattan, Inc. 
BRIDGEPORT CONN. 


> » Irs 
-- Rau sealoe 


























GARDNER on a 
Ask your REMCO PRODUCTS 
Jobber 
and nEnOsEnt STOVE TRUM Ee a al 
see that 
our Trade- D yaw Robert E. 
Mark eee > Miller, Inc. 
appears CAMPINGO NOL «= Om rece i A. A. —~ * @ Domes of 
on each > Ss = BR Ly Silence, Inc. 
package. Stove <I vearen URL RUBBER CUSHION CLIDES ae me Swedish Optimus 
If he is > “sar | Reco iF Co., Inc. 
not supplied wri om SSR 35 Pearl Street, 
—write us. ase ~~ 
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A Sensational New File 


destined to revolutionize 


File SELLING 








® Here is a file that will get new 
business for you— 


A file that will change your present 
yrice-buying accounts to quality 
aang, “ea competition and 
boosting your dollar volume. Why? 


Because this radically improved 
Heller Brothers NUCUT File incor- 
porates the first genuine advance 
in file design offered in 50 years. 


Look at the magnified view! See 
the “wavy teeth”—the combination 
fine and coarse cutting surface. 
That’s what gives the NUCUT File 
its exceptional performance. 







Ai 


Magnified view 
of the 


Wavy Teeth 








The Ww 

and famous Heller 
Brothers trade- 
mark protect you 
and your customers 
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are an EXCLUSIVE Heller Brothers Product 


The secret of the amazing performance of this NUCUT File is in the com. 
bination of coarse and fine teeth by irregular spacing of the overeut. 


Conventional manufacturing cannot produce this file. Only the perfection 


of special methods enables Heller Brothers to acc omplish this result. 


In operation it materially speeds up work and produces a far smoother 
finish. Actual tests will convince anvone. 


This NUCUT File will remove up 
to twice as much metal in the same 
time as the best of competitive files 
and leaves a smoother finish. In 
actual tests of both machine and 
hand filing this NUCUT File removed 
25to50% more metal and lasted 30% 
longer than ordinary files. 


Yet, it sells for the same price as 
a standard file! 


And, only Heller Brothers famous 
makers of quality files for 98 
years, can offer the NUCUT File 
because they have perfected special 
machinery to produce this doubly 


efficient file. 


Think what this means! NUCUT 
Files present an EXCLUSIVE selling 
advantage that opens wide the doors 
of accounts now closed and, in 
addition, puts your present file 
business on a higher profit level. 


We have a limited amount of terri- 
tory opento a few high grade distrib- 
utors, to whom we will give exclusive 
selling rights forthe areathey cover. 


Write today for prices and other 
information, Samples will be sent 
prepaid, no charge, without any 
obligation on your part. 


HELLER BROTHERS COMPANY 





TRADE MARK NEWARK, N. J., U.S. A. 
j FACTORIES: Newark, N. J.;: Newcomerstown, Ohio 
. BRANCH OFFICES: Chi », TI; Detroit, Mich.; Philadelphia, Pa.: Cleveland, Ohio; 
GOOD TOOLS SINCE 1836 Milwaukee, Wise.: San Franciseo, Cal.; Anderson, Ind. 


SEPTEMBER 13, 1934 











yur i a pPLElcy, 

“oo ESC 
0 9o® 

SHAPLEIGHS ‘3 
‘ “THE STANDARD OF QUALITY” 


Double Guns \N 


No. 5512 


12-16-20-410 


Gauge No. 31 


Hunting Caps 


Possess 
Many 
Exclusive Features 
Also 
Finishes 
“ORIGINATED By Us” 
Irresistible 


To The 











Experienced 


No. 365 Gun peg 
Sportsman 
INA, 


ae Hunting K nives 
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No. S07 


Our 
Sporting Goods 
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High Grade 
Tool Steel 


Artistic Design 
Poe's 4 Etched 
d Finished in 

Bri ‘ght Bronze Colors 


Lustrous Black 
Carbon Finish 
High Rased Edge 
Honed Sharp 
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No. DE315 Sport Axe 





1843-SwspieiGh's MVETY-ONE YEARS OF HONORABLE SERVICE-1954 
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BlackPrince 


(@-1 chin 8-4-1499) 
Single Guns 
oan = oa 
12-16-20-410 
Gauge 


Recognized 
Everywhere as 
The Symbol 
of 
Reliability 


New Articles 
OF Merit 
NGC Being 

Constantly Added 
By 
Expert Selectors 


Ask Our Salesman 
To Show You 
OMaa im ante 








“DIAMOND EDGE IS A QUALITY PLEDGE” 





Shapleigh National Series No. 1893 


HARDWARE AGI 

















